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As the year draws 
to a close the prin- 
cipal topic of discus- 
sion as to the busi- 
ness situation is what 
has been called the “mania for mergers.” 
When they pause to reflect and review the 
year’s record, even the financiers who en- 
couraged the trend towards consolidations 
are surprised at the growth of the move- 
ment to combine business concerns in big 
units. Some naturally are asking where it 
is going to end, and what will be the ef- 
fect on our national life. 

After all, the success of a business or- 
ganization—no matter how big it may be 
—depends on human personality. It is the 
man behind that makes 


There may be millions of money at the 


it or breaks it. 


command of the headquarters in a distant 
city, but in the long run it is the man on 
the job who comes in contact with em- 
ployes and patrons, that determines the 
lasting success of the business and protects 
the investment. 

x x * 

This is especially true in the telephone 
held and is being realized by those who 
have been active in combining operating 
companies into one large organization. 
They are finding that, after purchasing a 
number of individual properties for merg- 
ing purposes, not the least important part 

the task is to get experienced, practical 
men to represent the consolidation in its 
teal,work of giving the public telephone 
‘servic& Otherwise, the new consolidation 
will not get very far. 


The ‘investment bankers, the lawyers and 


tte auditors may function efficiently in 
As 


SOME ASPECTS OF THE BUSINESS 
“MANIA FOR MERGER” 


GREETINGS! 


, 


“Telephony” extends 
hearty greetings to all its 
nd readers and wishes them a 
Merry Christmas and a 


Happy New Year. 


Telephone wires carry a 
heavy load of good will and 
helpfulness throughout the 
world during the year, and 
while we don’t want to see 
any interruption of that ser- 
vice—that is, any serious 
“leakage”—it is only simple 
justice that a good share of 
those blessings reward the 
faithful men and women 
who carry on this important 
work. They are always serv- 
ing others, and they deserve 
much from the world. 


That is why “Telephony” 
“Stand by for 
station announcement — A 


broadcasts: 


cheery holiday season to all 
our friends of the telephone 
industry, a prosperous year 
in 1929, and all that brings 
happiness and content- 
ment!” 
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arranging security is- 
sues, drawing up the 
corporation papers, 


and collecting and 


analyzing earnings 
and inventory figures, but when the or- 
ganization finally gets squared around and 
is ready to do business with the public, it 
finds its greatest need is practical men 
who know the every-day job, even though 
they may not know much about the ins 
and outs of corporate financing. 

In other words, the man who ran the 
smaller individual company successfully is 
needed by the larger organization to look 
after its local interests, and unless the lo- 
cal interests are protected the consolidation 
as a whole is headed for trouble. No mat- 
ter how big a business may be, it must 
still abide by the old rule, “a chain is no 
stronger than its weakest link.” 

x * * * 

Fashions come and go, and the pendulum 
then 
swings back. The American people ride a 


swings just so far one way and 
hobby hard for a while and then turn to 
something else—often the extreme oppo- 
site. Maybe that will be the way with the 
“mania for mergers.” 

A hundred years ago our ancestors used 
colonial furniture. Then this was discard- 
ed and everybody who could afford it went 
in for “golden oak” chairs, bookcases, 
tables, etc. Now “golden oak” is no longer 
the style, and the fashionable folks must 
have nothing but the old colonial stuff. The 
pendulum has swung clear back. 

But, no matter how it swings, the man 


remains always the important factor. The 


gold reserve may pile up to unheard of 
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figures and the prices of stocks and bonds 
may keep on soaring, but none of these 
things will amount to much unless the 
practical man on the job keeps pegging 
away and is properly awarded. The prin- 
cipal danger in the “mania for mergers” 
is that it might destroy individual initia- 
tive and push the man into the background. 

Incidentally, President-elect | Hoover 
made this a strong point in his campaign 
and is expected to keep it in mind after he 
takes office. He is committed to the prin- 
ciples of “individual initiative” and “equal- 
ity of opportunity.” 

— 

This development of business consolida- 
tions came up for consideration at a re- 
cent meeting of the Illinois Manufacturers’ 
Costs Association, at which an address 
was made by James O. McKinsey, profes- 
sor of business administration at the Uni- 
Professor McKinsey 


versity of Chicago. 


pointed out the danger of investment 
houses promoting mergers being too op- 
timistic as to be profitable results of com- 
bining a number of small concerns into 
one, unit. 

“T have a record,” he said, “of 35 mer- 
gers, each of not less than five companies, 
whose promoters predicted a 45 per cent 
increase in profits within five years. As a 
matter of fact, the profits over a ten-year 
period have been 18 per cent less than they 
would have been had the companies oper- 
ated independently. 


“While in 


mergers have 


some large organizations 
their advantages, especially 
in banking mergers, some of the custom- 
ers may feel that they do not receive so 
distinctive a service. The tendency in large 


organizations is toward routine and stand- 


TELEPHONY 








COMING CONVENTIONS. 


South Dakota Telephone Association, 
Sioux Falls, Cataract Hotel, January 
15, 16 and 17. 

Arkansas Telephone Association, Lit- 
tle Rock, Marion Hotel, January 21 
and 22. 


Minnesota Telephone Association, St. 
Paul, Hotel Lowry, January 22, 23 
and 24. 

Nebraska Telephone Association, Lin- 
coln, Hotel Lincoln, February 13, 14 
and 15. 

Texas Independent Telephone Asso- 
ciation, Ft. Worth, Texas Hetel, March 
25, 26, 27 and 28. 

Ohio Independent Telephone Asso- 
ciation, Deshler-Wallick Hotel, Colum- 
bus, April 16, 17 and 18. 

Indiana Telephone Association, In- 
dianapolis, Claypool Hotel, May 7, 8 
and 9. 

Up-State Telephone Association of 








New York, Seneca Hotel, Rochester, 
May 22, 23 and 24. 
ardization and lack of flexibility. They 


cannot make exceptions in policy to meet 


the requirements of the individual cus- 
tomer.” 
Can Be Too Big 

That statement means that a business 


combination can be too big to be really ef- 
ficient, which is a principle recognized by 
industrial 


many thoughtful observers of 


development. The federal government has 
proceeded on the theory that mere size 
does not necessarily constitute a menace to 
public welfare, but that at the same time 
it invites careful scrutiny. 

In this connection a forecast by one of 


the leading financiers of the country is sig- 
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nificant. In part he commented as follows: 

“The government will almost surely in- 
tervene in business more during Mr. 
Hoover’s administration than it did in those 
of Mr. Harding or Mr. Coolidge. It will 
probably be forced to, whether its lead- 
ers wish it or not. Some positive action 
must be taken before long looking to rail- 
road consolidations. As a result of the 
political campaign, both parties are pledged 
to do something about farm relief. Both 
parties have promised tariff changes. 

“Problems relating to water power, in- 
land waterways and the regulation of pub- 
lic utilities promise to assert themselves so 
insistently that something will have to be 
done about them also.” 

* * kK 

If attempted regulation of utilities by 

threatens to in- 


the federal government 


vade the field of the state commissions, 
there will be a vigorous fight at Washing- 
ton, for the state regulatory authorities 
have already indicated that they do not 
want any federal interference. There is 
one point on which both the federal and 
the state authorities can agree, however, 
and that is the proposed regulation of util- 
itv holding companies. 

Both declare the holding company should 
be subject to regulation, and the questior 
is which should have the most to say—the 
While the 


state commissions admit that United States 


federal or the state authorities. 


Supreme Court decisions prevent them 


from interfering in matters of company 
management, they take the position that in 
resisting regulation the holding companies 
are threatening the very existence of state 
utility regulation and are furnishing ef- 


fective arguments for public ownership. 


Additional Revenue Possibilities 


With the Change in Public's Attitude Toward Telephone’'s Use Has Come 
Demand for Supplemental Services, Which Aid in Increasing Companies Net 
Income—Address at Independent Association’s Annual National Convention 


Commercial Engineer and Assistant 


There is an old adage to this effect: “If 
a man can write a better book, or preach 
a better sermon, or build a better mouse- 
trap, even though he be a hermit and live 
in the woods, the world will beat a path- 
way to his door.” 

No doubt this thought was applicable to 
the telephone industry in the years gone 
by, particularly in the early life of this 


By H. F. McCulla, 


now most important industry. It is no 
longer applicable, however, for changing 
business conditions and changing economic 
conditions cause us to realize that no mat- 
ter how good a book we may write, or how 
good a mousetrap we may build, or how 
good telephone service we may render, we 
must get out of the woods and on the 


highway where passersby may come in 


Commercial Superintendent, Lincoln Telephone & Telegraph Co., Lincoln, Neb. 


daily contact with us and with our product. 

Some one has said that “Knowledge con- 
sists of two essential elements: First, 
information ; second, the ability to transmit 
that information.” So it is with the tele- 
phone industry. We, as telephone folks, 
may know a lot about the business and be 
firmly sold on its ideals, policies, practices 
and rates, yet if we cannot get our mes- 








EL se ec een 


a ee x, 
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sage across to the telephone-using public, 
all our information avails us but little. 


This is the day of salesmanship. There 
is a theme of salesmanship running through 
our everyday life, whether it be the social 
or the business phase of our life. One 
moment we are trying to sell a thought 
or an idea, the next moment a commodity 
or a service, and then perhaps* even our 
own ability. The relationship always in- 
volves at least two people—the salesman 
and the buyer. So again we come face to 
face with the problem of being able to get 
across the message would 
deliver. 

In selling an idea or a service, we may 
well follow the admonition of the in- 
structor in public speaking, who in advis- 
ing the beginner said: “Do this in all 
cases: First, tell your listeners what you 
are going to tell them; second, tell them; 
third, tell them what you have told them.” 
In other words, repetition and reiteration 
represent the price of success in getting 
across your point. 

There is an interesting account in the 
Old Testament which brings home forcibly 
the necessity for reiteration in telling our 
story about the telephone business. The 
account is of Joseph and how he came into 
a strange country, and through his dili- 
gence rose to a place in the state second 
only to the king. The Bible story brings 
us to the climax of his career and then 
hands us an awful jolt. 

Without words of préparation or ex- 
planation, it says bluntly, “And Joseph died 
and all his brethren and all their genera- 
tion, and there arose a new king in Egypt 
which knew not Joseph.” Here was a man 
so famous that everybody knew him, but 
a few people died, a few new ones were 
born—and nobody knew him. The tide of 
human life moved on. The king who 
exalted the friends of Joseph was followed 
by a king who made them slaves. 

All the advertising and the publicity that 
the man Joseph had enjoyed in one gen- 
eration was futile and of no avail because 
that generation had gone. In other words, 
in that day, even as today, cultivating good 
will and informing the people is a day-by- 
day, ves, even an hour-by-hour, business. 

Revenue Producing Factors. 

The subject of ‘Additional Revenue 
Possibilities from So-called Special and 
Supplemental Telephone Services,” may 
seem rather far removed from these intro- 
ductory reniarks. Incidentally, we are 
classifying in the category of special and 
supplementary services all services except 
those of main telephone stations. However, 

e believe firmly in the proper preparation 

f our listeners for the receipt of the idea 

hich we are trying to get across. In other 

ords, the element of salesmanship enters, 

‘cording to our notion, even into the 
iving of an informal address of this kind. 

Merle Thorpe, editor of “Nation’s Busi- 

ss,” in a recent editorial said, “Change 

the immutable law. Eternal adaptability 





which we 
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is the price of survival. Competition and 
change march together as one.” 

Mr. Thorpe then went on: “Together 
these elements plan new things, supplant old 
things, dominate new markets, and wrest 
the patronage from old customers and 
customs. Together they see to it that a 
commercial house of a century stand may 

















“One of the Outstanding Results of Our 
Attention to This Program of Sales Activi- 
ties Is the Realization on Our Part That 
We Are Doing a Better Job and Merit An 
Increasing Degree of Confidence from the 
Telephone-—Using Public,’’ Says Mr. McCulla. 


be destroyed with bewildering suddenness, 
at the same time an infant enterprise be- 
comes over night a national institution.” 

In the telephone business we have for a 
number of years been largely concerned 
with the problem of developing those fac- 
tors of revenue production which repre- 
sented the major portion of our revenues. 
This was, of course, quite logical because 
it was necessary to develop revenue 
rapidly so that the industry might be sus- 
tained and might grow. At the same time 
we realize that certain revenue-producing 
factors form the foundation of the revenue 
structure. Without this foundation there 
would be no possibility of producing the 
type of revenue with which we are con- 
cerned in this discussion today. 

As an analogy, consider the automobile 
business. In the early stages of the 
development of this business we heard very 
little about so-called accessories. We were 
concerned with the purchase of an automo- 
bile without the accessories or trimmings, 
finding it rather difficult to justify the 
purchase even on the basis of necessity. 
However, a rapid change has taken place 
in the automobile game, for as a method 
of transportation the automobile today is 
universally accepted as a necessity and not 
a luxury. 

The automobile accessory business, how- 
ever, did not begin to develop until after 
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a large majority of the people were 
willing to concede the automobile as a 
necessity. Following immediately upon 


the heels of this concession, the automobile 
accessory business began to thrive, and as 
Thorpe said, “An infant enterprise became 
over night a national institution.” 

So it is with the telephone business : first 
the invention of the telephone, and then its 
acceptance as a luxury. Then followed a 
period of several years during which the 
process of mental transition was taking 
place, resulting in the recognition of the 
telephone as an absolute necessity. During 
this period of time, makers of telephone 
equipment were rapidly both 
the appearance and the operation of tele- 
phone equipment, particularly that equip- 
ment which is used by the subscriber. 

No doubt the change in the attitude of 
the telephone-using public toward the tele- 
phone in accepting it as a necessity rather 
than as a luxury has been due in part to 
the improvement in the physical appearance 
and in the mechanical operation of the tele- 
phone instrument. 


improving 


Surely a great deal of 
credit for the development of the telephone 
business can go to those concerns having 
to do with the progress made in the design- 
ing and manufacturing of equipment. 

With the change of attitude has come a 
demand for the accessories of the tele- 
phone business; in other words, for those 
so-called special and supplemental tele- 
phone services which we are considering 
today. 

There is another reason for our interest 
in this subject, and it is caused by our 
realization of the rapid saturation of the 
telephone field by main This 
saturation has most definitely limited and 
restricted the field of development. Even 
without the demand of the public for some 
of the special services, we, as telephone 
folks, have recognized the need for turn- 
ing our attention to the development of the 
supplemental services. 

Methods of Supplementary Revenues. 

What naturally follows saturation in any 
field of endeavor? 


stations. 


The result is a search- 
ing for other sources of revenue, or in 
other words, for supplemental items to be 
sold. Witness, for example, the drug busi- 
Today it is difficult to justify call- 
ing so-called drug stores by that name, for 
the sale of drugs, or medicine, is but a 
small percentage of the total sales. 
Candies, soda fountain goods, cigars, cigar- 
ettes, perfumes and other toilet articles 
produce a large percentage of gross sales. 

Witness the combining of meat markets 
with grocery stores, and the combining of 
automobile sales and repairs with the tire 
and gas business. There is virtually no 
end to the combinations of this kind, as 
all businesses are attempting to supplement 
their revenues. 

Then there is yet another reason for our 
concern with the supplemental sources of 
revenue—and that is the matter of dollars 
and cents. It is interesting to note from 


ness. 








16 


the reports of Independent telephone com- 
panies in various parts of the country, the 
relationship between revenues produced 
from supplemental service sales and reve- 
nues produced from main station sales. 

When we consider that on the basis of 
present rate schedules virtually every tele- 
phone company is confronted with a battle 
to return at the end of the year even a 
small net profit, we realize the need for 
supplementing our revenues so that this net 
profit may be increased. This increase 
might be obtained—can be, of course—by 
pushing to a higher level the entire rate 
structure. 

We realize, however, that such a raise 
in the level of rates results all too often 
in unpleasant reactions, or in complications 
which we desire to avoid as much as possi- 
ble. It is a recognized fact that people do 
not object to the raising of their level, or 
standard of living, but they do object to 
paying the cost of this raised standard. 

And so, we as practical telephone people, 
are vitally concerned with putting off the 
day when we shall have to increase, or 
raise, or adjust our rate schedules. In 
no other way can this be done more surely 
than through the development of revenue 
from the sale of supplemental services, or 
by-products. Attention to this subject 
opens up a new, or at least a partially 
developed field of endeavor for telephone 
companies, accompanied in some instances 
with almost unlimited possibilities of 
revenue production. 

Problem of Service Sales. 

there found in this 
matter the element ot the ideal, the desire 
on the part of telephone operating folks to 
do a complete job. But I do believe that 
for the purpose of our discussion we are 
more concerned with the matter of revenue 
production and its effect upon our revenue 
and rate problems. 

But how are we going to ge about it? 
How are we going to build this program 
of supplemental service sales? 

I believe we should consider it as a 
problem invclving a new and virtually un- 
developed field of revenue prcduction. Let 
us approach it from the standpoint of 
building, or constructing, a program. 

In speaking of constructing a program, 
let me digress for 1 moment and point to 
an interesting analogy, the construction of 
the new Nebraska State Capitoi at Lincoln, 
a building in which all Nebraskans are 
vitally interested. 

I have watched the progress of this 
building for severa) years. I have noted 
with interest the digging to bed rock of 
enormous the filling of these 
cavities with cement and steel piers, and 
then the shaping of the structure of brick, 
granite, mortar, cement, marble, and steel— 


Of course, is also 


cavities, 


each brick in its proper place, each piece 
of granite fitting exactly into its respec- 
tive niche, each steel beam slipping into 
the exact spot intended for it, and match- 
ing up to the thousandth part of an inch; 


TELEPHONY 


hundreds of men moving about at their 
tasks in orderly fashion, each man with 
a particular task to perform, and perform- 
ing it well. 

Do you get the connection? And back 
of all of this orderly procedure is the 
thought and careful planning of at least 
one individual, and no doubt, a number of 
individuals. So, surely, we can best build 
our program of development of supple- 
mental service sales by approaching it 
from the. standpoint of a program to be 
planned and then constructed and then 
executed. 


To Get Message to Public. 

We have justified, we believe, the why 
of such a program, so now let us consider 
the how of the program. How are we 
going to get across to the public we wish 
to reach the message that we would 
deliver ? 


Through two main channels, I believe. 
First, the channel of personal contact be- 
tween our telephone people and the public; 
and second, the channel of the printed 
word. You remember the story to the 
effect that Mohammed, upon discovering 
that the mountain would not come to him, 
went to the mountain. The principle of 
that statement is the one that we are going 
tc apply today in determining the how of 
eur program. 

So let us first consider the mediums of 
personal contact. This contact may be 
brought about by participation on the part 
of telephone employes in the activities of 
civic organizations of all kinds, and by the 
appearance before civic groups of tele- 
phone employes as speakers. It may also 
be brought about by means of switch- 
board demonstrations, or Ly the demonstra- 
tion of other kinds of telephone equipment. 
Simall demonstration boards can be carried 
about easily, and splendid results obtained 
from their use in giving demonstrations 
before various gtoups of citizens. 

There is another medium of personal 
contact which is rapidly gaining favor 
with the telephone-using public. This is 
the medium cf commercial service studies. 
We all know that the telephone-using pub- 
tic has in a large measure taken the initia- 
tive in attempting to decide for itself the 
teleplione facilities and services needed. 
When you stop to analyze the matter, you 
realize that this condition is absolutely 
wrong. If you were in need of the serv- 
ices of a doctor, you would not be apt to 
call on one of your {fellow telephone asso- 
ciates to act as diagnostician. You would, 
of course, call a competent doctor. 


Commercial Service Study. 

The reverse must surely hold true, for 
the commerc‘al service study is the medium 
through which we may diagnose the sub- 
scriber’s telephone ills and prescribe the 
proper treatment or remedy. Moreover, 
the best time to offer this particular type 
of commercial service is before the equip- 
ment is installed 


and service established. 
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However, due to our delay as telephone 
people in getting started on this service 
study program, a large percentage of our 
subscribers’ service is, of course, already 
established. This forces us to consider a 
somewhat different service study situation, 
in that we are diagnosing ills rather than 
prescribing precautionary measures in 
advance. 

This service applies to any and all types 
of equipment and is as necessary and as 
applicable in the case of one or two tele- 
phones as it is in the case of a private 
branch exchange. 

In rendering this service, every factor 
entering into the giving of telephone serv- 
ice should be analyzed and considered. For 
example, the number of incoming and out- 
going calls to the subscriber’s station or 
switchboard, the character of these calls 
divided as to business and personal calls; 
the number of calls per hour over the cir- 
cuits, reflecting the ability or lack of abil- 
ity of the circuit or circuits to handle the 
load ; the location of the subscriber’s equip- 
ment, the condition of the equipment; and 
all of the other factors of service with 
which the average telephone man _ is 
familiar. 

If you have not already offered your 
subscribers the benefits of commercial 
service studies, we suggest that you start 
this service immediately. We believe that 
through this medium more than any other 
you can build on the part of your sub- 
scribers a faith in and loyalty to your com- 
pany that will repay you in very tangible 
results. 

Results Shown in Revenue. 

You may rightfully ask, “What are 
these tangible results?” Just one example 
will answer your question. In the case of 
16 business institutions surveyed in one of 
our company’s exchanges, the annual 
revenue received from the surveyed busi- 
ness institutions was increased over $6,000. 
This increase came the year immediately 
following the making of the service studies, 
and most of the increase was traced 
directly to recommendations made tu the 
subscribers in the service study reports, 
which recommendations were followed out 
practically in full. 

Another medium of sales by direct per- 
sonal contact is that of counter sales on 
the part of business or commercial office 
employes. Numerous opportunities are 
presented to these employes during the 
course of a month for sales of all types. 
These employes are in a particularly ad- 
vantageous position to conduct sales activi- 
ties because of their knowledge of the 
services already being used by the sub- 
scriber, and because of the fact that sub- 
scribers coming to the business or com- 
mercial office are there usually for the sole 
purpose of discussing telephone matters. 

Most of the larger exchanges can also 
justify maintaining on the commercial pay- 
roll at least one good salesman who spends 
his entire time on the streets of the town. 
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pulling door bells and interviewing both 
present and prospective subscribers. 


One of the most productive types of sales 
efforts is represented by a sales, or reve- 
nue development campaign, in which all 
employes of the organization participate. 
In no better way than through the medium 
of such a definite campaign can all of the 
employes of a company be made to feel 
interested in the problem of sales activities. 
The psychology of such a campaign is 
positive, and if the spirit of friendly com- 
petition is injected into the situation the 
results are bound to be beneficial. 

In such a revenue development campaign 
recently conducted by our organization, 
approximately 1,200 employes were inter- 
ested and practically every one took an 
active part. The campaign was conducted 
for but a week’s time, the thought being 
that a short, intensive campaign would be 
most productive. This fact was proved 
beyond a doubt by the gratifying -results 
obtained. 

In this particular case, the 126 exchanges 
in the organization were divided into nine 
groups, according to size as determined by 
the number of subscribers at each ex- 
change, and a suitable prize offered to the 
winning exchange in each group. A bogey, 
or quota, of sales was determined for each 
exchange, it being necessary to make this 
quota before becoming eligible to com- 
pete for the prize. 

All revenue-producing items were in- 
cluded in the campaign and equal credit 
was given for each sale made, regardless 
of the service or equipment sold, and re- 
gardless of the actual revenue to be re- 
ceived from the sale. It was felt that the 
average revenue per station, as experienced 
by each exchange previous to the cam- 
paign, would be experienced as the result 
of the campaign. This assumption proved 
to be correct, inasmuch as the total revenue 
quota for the campaign, based on the aver- 
age per station revenue prior to the cam- 
paign and figured at approximately $40,- 
000, was realized from actual sales as the 
result of the campaign. 

Now, a few words about the second 
medium of sales—the printed word. We 
have, of course, the newspapers, which are 
always usable and always represent an ex- 
cellent medium for reaching the public. A 
number of telephone companies are also 
using motion picture advertising in local 
theaters, particylarly for the purpose of 
getting across advertising 
specific subjects. 

Pamphlets and inserts on various items 
if service and equipment are always 
useful, particularly when placed in the 
hands of local commercial and _ plant 
employes. In fact, there are so many dif- 
ferent ways of selling your organization 
ind its products to the public that I some- 
imes feel we are just skimming the sur- 

ice when it comes to doing a thorough 

vb. 

What are the so-called supplemental or 


concerning 
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Let’s 


specific services that can be sold? 


consider first the services through the 
directory, such as additional listings, 
reverse listing of firm or partnership 


names, bold face or large type listings, 
additional listings in the classified section 
of the directory. 

All of these services are valuable, and 








Taking Hard Knocks. 


Perhaps the first greatest lesson a 
man must learn on going into the busi- 
ness world is that of being able to take 
hard knocks without resentment. 

A boy may be a good tennis player 
or a golfer and gather praise all along 
his career—much to the detriment of his 
character—but in football, whether he be 
dub or star, the coaching always boils 
down to this. 

“You've got to get off faster!” 

“You’ve got to get more punch into 
that play!” 

“You’ve got to hold that line firmer!” 

Does the football player ever reach 
the point where the coach is ready to 
admit he is as good as possible? Maybe. 
But no wise coach ever admits it out 
loud!—Walter Camp. 








they are being recognized as mediums of 
publicity and advertising for business in- 
stitutions equalled by no other similar 
publications. The revenue that can be 
produced from these directory services is 
practically unlimited, depending only upon 
two factors, the size of your directory and 
the sales efforts that you put behind this 
particular activity. 

Then, among this list of special and 
supplemental services we find extension 
bells, extension gongs, keys and buzzers. 
Any single item of this group in itself will 
produce but a small amount of actual 
revenue. However, there is a real need 
on the part of our subscribers for these 
particular items of service, and we have 
iound in our organization that the sales 
effort necessary to sell these items is slight 


when compared with the revenue pro- 
duced. 
We spoke a moment ago about the 


demand of the telephone-using public for 
improved telephone instruments. One of 
the most modern types of telephone sets 
is the monophone, or as it is sometimes 
called, comophone, cradle-type set, or 
French type set. During a recent cam- 
paign held in our organization’s territory, 
was sold over 1,000 of this type of service 
sets now becoming so popular. 

In our particular case the additional 
monthly rental per set is 25 cents, meaning 
that we increased the monthly revenue of 
our company as the result of this sales 
effort over $250 per month, or $3,000 per 
year—and this represents but one of the 
many special services offered and sold by 
our company. 
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In addition, among our list of special 
and supplemental services, we find those 
furnished by brackets for desk type tele- 
phones, the head-band type of receiver, and 
shelves for desk type instruments. Special 
wiring plans for business institutions are 
rapidly coming into vogue and are more 
suitable in the case of smaller business 
institutions than the various types of 
P. B. X. systems. The adoption of wiring 
plans has widened materially the scope of 
special services which. can be offered to 
business institutions requiring special tele- 
phone distribution facilities. 

P. B. X. service of the three types used 
—the cord switchboard type, the cordless 
switchboard type, and the inter-communi- 
cating or button type—can be supplied 
business institutions requiring 
numbers of trunks and stations. 

Another source of supplemental revenue 
which is developing rapidly is public ad- 
dress system service. This service has been 
sold to every county fair in the 22 coun- 
ties in which our company operates, to the 
state fair, and to a number of miscella- 
neous gatherings, such as political meet- 
ings, church services and athletic events. 
This is a type of service supplemental in 
character and fits in ideally with the tele- 
phone company’s activities. 

Another source of supplemental revenue 
is through the sale of remote control radio 
programs to be carried over the toll lines 
of the telephone company. With the activi- 
ties of the Federal Radio Commission the 
number of radio stations is being reduced, 
and this, of course, means an increase in 
the volume of business for each of the 
remaining stations. A reasonable percen- 
tage of the revenue received from this 
source is in excess of cost. 

Most of the remote control programs are 
handled at a time of day when the regular 
traffic load on our toll circuits is compara- 
tively light. For that reason this source 
of supplemental revenue helps to create a 
suitable traffic load, and at the same time 
tends to level out the load and fill in the 
hours of lighter traffic. 

Another source of supplemental revenue 
is through the sale of the special equip- 
ment for deaf people, which equipment 
fills a long felt need on the part of sub- 
scribers requiring this type of service. 


varying 


The last item in this group of special 
or supplemental services is one which we 
have come to regard almost in the class of 
rental service. This is the item of toll. 
Of the entire group of so-called special 
and supplemental services the source of 
toll revenue is in a class by itself. With 
the improved transmission over toll cir- 
cuits, with the coming of telephone re- 
peaters and the C. L. R. method of opera- 
tion, toll service is growing rapidly. 

We feel that the possibilities of this 
source of revenue have been scarcely 
touched upon, for there are many people 
who still regard the use of toll as a luxury 
and not a necessity. In the case of many 
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of these people it is a belief that the cost 
of toll is entirely out of proportion to the 
value of its use. This, of course, we feel, 
is not true. Again, we must recognize that 
the responsibility of giving the proper 
information to the public rests with the 
telephone organizations. 

It seems that there is no reasonable limit 
to the activities which we can conduct in 
producing revenue from the sale of so- 
called special and supplemental services. 
We believe that the field is limited only 
by the vision of telephone people responsi- 
ble for sales activities and by the intensity 
of the effort put forth based always, of 
course, upon a proper program properly 
founded, properly formed, and properly 
executed. 

We must realize that work of this kind 
leads to an increased amount of confidence 
in us by the people whom we serve. They 
realize quite rapidly that we know more 
about the telephone business than they, and 
they are willing to leave the job up to us. 

It is needless to say that telephone or- 
ganizations as a group have, as we ex- 
pressed before, shown a decided negligence 
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in properly pushing their sales program. 
In order that we may “about face,” it is 
necessary that the public be properly in- 
formed of our intention and the reason for 
our activities. 

Out of all our study and activity comes 
the consciousness that we, as telephone 
folks, have a problem to meet, a problem 
which we will face and successfully solve. 
It seems to me then that one of the out- 
standing results of our attention to this 
program of sales activities is the realiza- 
tion on our part that we are doing a bet- 
ter job, and for that reason merit an in- 
creasing degree of confidence and good will 
from the telephone-using public, which con- 
tidence and good will is after all the back- 
bone of success in our industry. 


New York Directory Shows Over 


33 Per Cent Changes. 
Approximately 1,321,000 copies of the 
winter edition of the Manhattan and 
3ronx telephone directory have been dis- 
tributed to subscribers throughout New 
York City. This is 55,000 copies more 
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MERRY CHRISTMAS! 


By Miss Anne Barnes, 


Traveling Chief Operator, lowa Independent Telephone Association, Des Moines, Iowa 
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than were distributed of the last edition, 
published six months ago. The new di- 
rectory contains 1,640 pages and weighs 
about five pounds. 

Since the publication of last summer’s 
issue, the constant growth and movement 
of the most densely-populated telephone 
area in the world has made necessary 
221,000 changes in listings. These changes, 
consisting principally of new numbers and 
number changes due to subscribers’ re- 
movals to new quarters, or transfers of 
telephone lines from one central office to 
another, have involved more than 33 per 
cent of the 643,000 listings in the new di- 
rectory. 

According to telephone officials, the di- 
rectories of New York City for several 
years will reflect number changes neces- 
sary in many cases because of the addition 
of new central offices and of other steps in 
the expansion and improvement of facili- 
ties required to care for new subscribers 
and the increasing needs of those already 
included in the city’s present equipment of 
1,670,000 telephones. Constant revision of 
the directory is an important task. 





The two weeks preceding Christmas Day always seem so full of the spirit of Christmas. There is no other da) 
in the year that people look forward to and plan for so long a time ahead. Even persons who do not profess 
Christianity feel the spirit of Christmas these days. Everything that we do, and everything that we say, is 
sottened and mellowed and influenced with the thought of Christmas. 
happy homecomings ; gift-giving. 

Last night I rode through several small towns, into a big city. 
vreen; canopies of many colored lights in the downtown district. 
twinkling joyously, it seemed. 


Plans, plans, plans, and preparation for 


Everywhere the streets were garlanded in 
And thousands of other lights blinking and 
All of this I saw in villages, towns, and the big city. 

I feel sure that the world is growing better as civilization advances. How much we all have to be thankful 
for, especially when we read about how people in other ages lived. It seems to me that not any of us can furnish 
a reason why we should not feel thankful for just the fact of living in this age of convenience and comfort— 
and luxury, too, when we contrast our living with that of the people of other ages. 

In most of the early days of our world, every man’s field was his grocery store, his meat market, his cloth- 
ing store, his garage. 

All through the hot summer days after seeding time, he watched and tended his grain. 
ered it in, and with the help of his family he put it by for use in the winter time. 
tion and storing, cannot you? 


In the fall he gath- 
I can imagine all the prepara- 
And today, all we have to do is to go.to the grocery store and get it off of the 
shelves, all ready for our use. 

His animals had to be watched and tended in the same manner and later converted into his winter supply 
of meat. And, today, all we have to do is to go to the meat market and there is our choice of meat in cold 
for us. How easy life is for us today! 

The material for his clothing grew in the fields and on the bodies of his animals. 
to do is to go into stores, make our selection of clothing, ready to wear. 

He made his own light from the tallow from animals. 
all others, and in many cases not sanitary. 

His horses were his means of conveyance. 

Teday, by a twist of a switch in office and home, we have our lights. 
of water. 


storage 
And, today, all we have 
Isn’t it great to be living in this day? 
His water supply was individual and separate from 


And with as little effort, our supply 


Today, distance has been cut down by our fast means of travel—and entirely eliminated by the telephone. 
Oh, boy! Isn't it great just to be living in this day? 
Merry Christmas! 
Happy New Year! 
Everybody ! 
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Meaning of Service During Floods 


Industries of City of Ottawa, Kans., Materially Affected by Flood Periods of 
Marais DesCygnes River—Recent November Record High Water Flood Cut Off 
Water and Electric Light Service But Excellent TelephoneService Was Rendered 


By Miss Manta J. Elder, 


Chief Operator, Southwestern Bell Telephone Co., Ottawa, Kans. 


The Marais des Cygnes river divides 
the city of Ottawa, Kans., into two parts 
and both are made up of residence and 
business buildings. There are also, on the 
north side of the river, several industries 
including the Santa Fe R. R. car shops, 


the Bennet Condensing Co., and the Ross 


Mill. Each of these concerns employs 
many citizens of Ottawa. These indus- 
tries are materially affected by flood 


periods of the river. 


The most recent flood, prior to one of 
last month, occurred in July, 1909. AI- 
though there have been various high water 
marks since that time, none have involved 
a great financial However, the 
Marais des Cygnes paid up in full for any 
lack along this line, on Friday and Satur- 
day, November 16 and 17, 1928. 

Those of us who had weathered the 
1909 flood, had tried to believe that never 
again would the river rise to such a height, 
which was 36 feet, 8 inches. We were 
sadly mistaken as was proved on Novem- 
ber 17, when the water reached the mark 
of 38 feet, 5 inches. The beginning was 
on the night of November 15, when the 
rain fell in torrents the entire night. At 9 
o'clock, Friday morning, November 16, we 
received the report of 
rain. 


loss. 


seven inches of 

All along the banks of the river, above 
and below us, there were reports of com- 
paratively as much rain. From about 10 
o’clock Friday marning, there 
doubt that we were in for a flood. By 
that afternoon authorities were predicting 
that the water would reach a very high 
mark. 


Was no 


Warnings were sent to people living in 
the flood area to make preparation to 
leave their homes. During the afternoon 
there was a general exodus of these peo- 
ple. In some cases the furniture was re- 
moved to higher ground; in others it was 
taken upstairs or put up on scaffolds, ac- 
cording to the ‘location of the homes rela- 
tive to other times of high water. In 
many cases the maximum height of the 
water was under-estimated and possessions 
were all flooded, even though they had 
been put on scaffolds. 

With the activity of moving, one would 
have thought that the dangerous 
were entirely evacuated. However, there 
were as usual many people who would not 
be warned of the oncoming disaster. “The 
flood has never reached us. Why should 
t this time?” That was their plea. 


spots 


The result was, on Saturday, November 
17, with the water overflowing locations 
that were thought to be safe from its hor- 
rors, that the people who had not heeded 
the warning, or had been unable to leave, 
were calling for assistance. These were 
not able to remove their possessions, be- 
cause the water in some cases was al- 

















“During All the Period When the River 


Was Doing Its Greatest Damage,” Says 

Miss Elder, “Our Operators Had Their 

Ears Attuned for the Voice of Distress, 

and Many Times Were the Means of Com- 

pleting Emergency Calls and Sending Aid 
to the Suffering.” 


ready flowing into the houses. These 
refugees were hastily taken out in boats. 
During this rescue work there were five 
lives lost. 

At an early hour on Saturday, the river 
had completely severed all passage be- 
tween North and South Ottawa. The 
Santa Fe Railroad people had moved to 
the south side of the river in time to 
avoid the 4 feet, 10 inches of water that 
invaded the depot. There was very little 
work for the passenger agent to do along 
the line of ticket selling, as from early 
Saturday morning until Monday morning 
no trains cross. the 


were allowed to 


flooded railroad yards. As a result there 


were a great many stranded passengers 
overflowing the two hotels on the south 
side of the river. 

To make matters worse, if possible, the 


city was without light and water from 
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about noon on Saturday until the follow- 
ing Wednesday. 

Telephone Service During Flood. 

If ever Ottawa stood in need of effi- 
cient telephone service it was during those 
three days, November 16, 17 and 18, when 
the Marais des Cygnes river was show- 
ing us what a river of peaceful appearing 
attitude is capable of 
herself. 


when she exerts 
Realizing this at a very early hour on 
Friday morning, we had called all opera- 
tors who were off duty on Sunday relief, 
and assigned to them hours for the day. 
By eight o’clock the entire 14-position 
board, six toll and eight local position, was 
three supervisors on the 
Although the load was far 
normal, we were able, with a fair speed 
of service, to handle our traffic. 
Naturally our 


covered, with 


floor. above 


were in a 
hurry for service and easily lost patience. 


customers 


We realized their condition and practiced 
the utmost patience. Of course, our peo- 
ple could not know that we were working 
at a high rate of speed. However, it so 
happened that there were a few visitors 
in the office during the day and they were 
quite impressed with the way the opera- 
tors were handling the calls. Our girls 
also told their folks how very busy we 
were, and as a result the customers were 
almost invariably patient, after the first 
day. 

The traffic increased in volume all day 
and until late that night. At 11 o’clock, 
an extra operator was assigned for the 
night and the rest of us went home for a 
few hours of rest, for we knew the next 
day would bring even greater problems. 

The next morning the river had risen 
to such a height, and was still spreading 
in the low places, that people who were 
not previously concerned, began to call for 
help as the water had cut off their exit. 

If the traffic of Friday had been heavy, 
there hardly 
crease on this day. 


was any name for its in- 
Every position on the 
board was covered, yet it was impossible 
to answer all calls. 

The water having separated the two 
parts of the city, people were frantically 
calling relatives and friends in 


their safety. In 


order to: 
ascertain several in- 
stances, families had been separated, part 
on one side of the water and the remain- 


der on the other side. Quite naturally 
there was anxiety on the part of both 
sides—and the best way to appease this 


was to use the telephone, which they did. 
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Not only was local carrying the heaviest 
load our board had ever carried, (the wire 
chief said we were carrying 28 amperes), 
but toll was receiving an equal increase 
in business. Stranded tourists and rail- 
road passengers were calling their homes 
in distant cities, and the flow of calls 
amounted to almost three times a normal 
day’s business. Between 1,100 and 1,200 
calls were filed on Saturday and _ there 
had been almost 900 calls offered on Fri- 
day, of which many were carried for- 
ward to Saturday’s business. Our normal 
week day business consists of about 480 
tickets. : 

Two special occurrences during the day 
increased the volume of calls until it 
seemed that the board was one blaze of 
signals. The first occurred about noon- 
time. Up to that time our city water and 
electric light had been giving 
their usual good service, a fact for which 


systems 
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daunted, they came back again and again. 

A short time after this, our north side 
cable, composed of 600 pairs, located un- 
derneath the bridge which spans the river 
north to south, had soaked up enough of 
the Marais des Cygnes to put it entirely 
out of service. 

The first indication of this was a sud- 
den appearance of hundreds of signals, 
noticeable even among many waiting calls. 
Then the line lamps grew dim, and more 
dim. The wire chief said at once that it 
was the north side cable going out of or- 
der. Even in that time of increased work, 
the thought came to me, with a sickening 
shock, of the terrible inconvenience to 
those north side people of ours. They 
were already deprived, as were we, of 
light and water, and now they would not 
even have the telephone to comfort them. 

However, I had little time to dwell on 
this thought. The supervisors were al- 
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are burning down.” “The entire north 
side of the city is on fire.” Of course, had 
these stories been true, the situation would 
have been serious indeed, for there was no 
water with which to fight a conflagration. 

As is the usual case, people did not 
stop to remember that there was nothing 
to prove such stories. There was no pos- 
sible communication with the other side of 
the river, hence there was no authority 
for the rumors. After a little, customers 
realized there could not be anything of 
very serious nature following the smoke as 
it soon disappeared. Later we learned 
that the “terrible fire’ was some quick- 
lime that, being left in close confinement, 
took that manner of protesting. 

By midnight, Saturday, the city had 
settled down to a somewhat restless 
night, but it seemed heavenly quiet to us, 
as compared with the wild rush of the 
day. Members of the national guard were 
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November Flood Scenes in Ottawa, Kans.: The Santa Fe Railroad Car Shops in North Ottawa, on Side of the Marais des Cynes River, 


Which Was Deprived of Telephone Service.—City Auditorium, One Block from Telephone Exchange. 


every one was very thankful. However, 
we were doomed to be deprived of these 
important things, as we quickly realized 
when all electric lights in the city auto- 
matically ceased burning and the water 
failed to flow through the pipes. 

The river, not content with destroying 
property and lives, must also take away 
our light and water, and so had covered 
the boilers in the plant, heedless of our 
predicament. 

Our wire chief and his men surely had 
some hustling to do in order to supply 
“juice” for the batteries. Before we were 
actually in need of it, they had installed 
a Delco light motor and had temporary 
batteries at work. Our customers never 
knew that they had been close to being 
deprived of telephone service as well as 
light and water. 

Of course, the instant that light and 
water service left us, the calls came in 
faster than ever. Every one wanted to 
talk to the city hall. Naturally many of 
them received the busy report, but nothing 


ready making lists of the permanent sig- 
nals, which were being rushed to the plant 
room, in order that the men might “tooth- 
pick” them on the frame, thus taking their 
appearance off our switchboard. At the 
finish of this process the framework with 
its hundreds of protruding toothpicks, re- 
sembled a huge porcupine. 

Perhaps, in a way, the sudden sever- 
ance of so many incoming signals was a 
relief to the over-worked operators. About 
1,000 telephones must have gone sudden- 
ly out of service, as many of our rural 
lines were cut off with the city patrons. 

Little or no difference in the number 
of calls was noticed that afternoon, or at 
least for an hour or so. One reason for 
this was that close upon this interference 
there followed an _ occurrence’ which 
caused great alarm, especially on the 
south side of the river. 

Some one saw smoke arising from the 
vicinity of the car shops on the north 
side of the river. The wildest stories 
imaginable were started: “The car shops 





View Indicates Depth of Water. 


stationed over the city and nothing of 
serious import happened during the night. 

Sunday morning dawned dark and 
gloomy with a fine mist in the air. The 
river, however, had decided to leave us 
and had already fallen about nine inches. 
Although the departure was much slower 
than the advent, it was not long until it 
had again sought its banks. Each day 
our traffic assumed more of the normal 
condition until by Thursday, November 22, 
we were handling perhaps a very little 
more than normal load with many of our 
out of order lines again in service. 

Our north side customers were very 
pleased to have their service restored. This 
was evidenced by many who, upon receiv- 
ing an, perhaps, unexpected answer from 
Central, would greet her like an old 
friend. An employe of a firm which was 
cut off for several days, upon reaching 
the operator for the first time, said 
“Howdy,” “Howdy” several times and 
hung up the receiver. Almost at once he 
again lifted the receiver and called for his 























bint 





December 22, 1928. 


number. Probably he was so astonished 
to hear her voice that he could not re- 
member the number he wanted. 

Many compliments of the service were 
received. In some cases these were em- 
phasized by treats of candy and ice cream, 
which were pleasing to the operators, who 
were loyalty itself, for there was no shirk- 
ing of work. During Friday and Satur- 
day, while the flood was at its worst 
phase, we did not attempt to work by 
schedule. 

We saw to it that the girls were allowed 
relief at times. Sometimes this relief 
consisted of only five or ten minutes, but 
we realized that a few minutes away from 
the board would rest tired muscles and 
nerves. They also had lunch periods. 
Otherwise they were on duty until sent 
home, most of them late in the evening, 
after a long day of work. 

We were never lacking for operators. 
If there was something to be done, there 
was always some one to do it. Perhaps 
it was more difficult to relieve the toll 
operators than the local. They did not 
like to leave a position of which they had 
some knowledge of the work being han- 
dled thereon, because they knew how diffi- 
cult it is for the relieving operator to take 
up the work on calls that have long de- 
lays. Many of them would not leave the 
board, except for lunch periods, upon 
which we insisted. 

With a loyal force any difficulty can be 
overcome, and no force could have been 
more loyal than the Ottawa operators in 
this terrible period. Nor were these girls 
free of worries other than their work. At 
least six of the girls were entirely shut 
off from their homes. 

Two of them lived on the north side of 
the river and they were away from home 
for five days. Two more lost property in 
the water. Another one had parents living 
in the flooded district and they lost all 
their possessions. Yet these operators 
went about their duties as cheerfully and 
conscientiously as did those of us who 
were free of this worry. Certainly this 
was courage and deserves credit; forget- 
ting their own trials in lending aid to 
others. 

Another one of our girls, after having 
worked all morning and scheduled to re- 
port again at 4 p. m., spent her few hours 
in the afternoon helping to rescue Mexi- 
cans from the flooded districts. She 
speaks Spanish and her aid was welcomed 
gladly by the woman in charge of this 
work. She also assisted—and is still do- 
ing this work—in seeing that they are fed 
and clothed. 


Many more thoughtful deeds of our 


iperators might be named, but as opera- 
‘ors are all of that class of people it will 
’€ unnecessary to do so. 

During all the period when the river 
vas doing its greatest damage, our opera- 
ors, even when working at top speed, had 
heir ears attuned for the voice of dis- 
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tress, and many times with the aid of a 
supervisor were the means of speedily 
completing emergency calls and sending 
aid to the suffering. 

We are glad that it is all over, yet we 
feel closer to our people than we did be- 
fore those strenuous days. We, as well 
as they, realize their dependence upon our 
service. That we did keep our service 
alive is a source of much thankfulness on 
our part. Being deprived of other essen- 
tials only made us realize how disastrous 
it would have been had our service been 
cut off. 

We hope The Lady Mary (Marais des 
Cygnes River) will be satisfied and for at 
least another 20 years leave us in peace. 








Edison Medal Awarded to Dr. 

Jewett, of Bell Laboratories. 

The Edison medal has been awarded by 
the Edison medal committee of the Amer- 
ican Institute of Electrical Engineers to 
Dr. Frank B. Jewett “for his contribu- 
tions to the art of electrical communica- 
tion.” 

The Edison medal was founded by asso- 
ciates and friends of Thomas A. Edison, 
and is awarded annually for “meritorious 
achievement in electrical science, electrical 
engineering, or the electrical arts,” by a 
committee consisting of 24 members of the 
American Institute of Electrical Engineers. 

The following men have been recipients 
of the medal: Elihu Thomson, Frank J. 
Sprague, George Westinghouse, William 
Stanley, Charles F. Brush, Alexander Gra- 
ham Bell, Nikola Tesla, John J. Carty, 
3enjamin G. Lamme, W. L. R. Emmet, 
Michael I. Pupin, Cummings C. Chesney, 
Robert A. Millikan; John W. Lieb, John 
White Howell, Harris J. Ryan and Wil- 
liam D. Coolidge. 

Dr. Frank B. Jewett, vice-president, 
American Telephone & Telegraph Co., and 
president of the Bell Telephone Labor:- 
tories, Inc., was born at Pasadena, Calif., 
September 5, 1879. He graduated in 1898 
from Throop Polytechnic Institute (now 
the California Institute of Technology). 
He then took up graduate work at the 
University of Chicago under Professor 
A. A. Michelson, receiving his doctor of 
philosophy degree in 1902. 

Later he was instructor in physics and 
electrical engineering at Massachusetts 
Institute of Technology, and in 1904 joined 
the staff of the American Telephone & 
Telegraph Co. He was given charge of 
the engineering research work, thus begin- 
ning his record of brilliant attainments in 
the telephone field. From 1908 to 1912, 
Dr. Jewett was transmission and _ protec- 
tion engineer, and under the direction of 
John J. Carty, then chief engineer, was 
given responsibility for working out the 
methods which led to the introduction in 
telephone service of phantom loading, load- 
ing of large gauge and open-wire circuits, 
the practical use of telephone amplifiers 
and development of phantom duplex cables. 
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In 1912 he became assistant chief engi- 
neer of the Western Electric Co., and in 
1916 chief engineer, having charge of the 
research laboratories and all engineering 
in connection with Western Electric manu- 

















Dr. Frank B. Jewett, President of Bell 

Telephone Laboratories and Vice-President 

of A. T. & T. Co., Who Has Been 

Awarded Edison Medal by American Insti- 
tute of Electrical Engineers. 


facturing. Six years later he became vice- 
president of the Western Electric Co. 

In 1917 Dr. Jewett was commissioned 
major in the Signal Corps, U. S. Reserves. 
He was promoted to the grade of lieuten- 
ant colonel, and for his brilliant service re- 
ceived the “Distinguished Service Medal.” 
In 1925 he was elected vice-president of 
the American Telephone & Telegraph Co. 
in direct charge of development and re- 
search. At the same time he was made 
president of the 
tories, Inc. 

Dr. Jewett is a fellow of the American 
Institute of Electrical Engineers, of which 
he was president during the year 1922-23. 
He has been a worker on many institute 
committees, and is at present a member of 
the public policy committee and the com- 
mittee on code of principles of profes- 
sional conduct, and representative on the 
electrical advisory committee of the Amer- 
ican Standards Association, the U. S. 
National Committee of the International 
Electrotechnical Commission, and the di- 
vision of engineering and industrial re- 
search of the National Research Council. 


3ell Telephone Labora- 


Prices in the Metal Markets. 
New York, December 17.—Copper 
Steady; electrolytic, spot and future, 16c. 
Iron—Firm; No. 2 f. o. b. eastern Penn- 


sylvania, $20.50@21.00: Buffalo, $17.50@ 
18.50; Alabama, $16.50@17.00. Lead 

Firm; spot, New York, 6.50c; East St. 
Louis, 6.35c. Zinc—Steady; East St. 


Louis, spot and future, 6.35c. 


Telephone Conditions in Europe and U.S. 


Comparison of Telephone Service in United States and Abroad Shows That 
in America ‘‘Business Follows the Telephone,” 






Which is Not True in the 


European Countries, Where the Service is Developed as Activities Demand it 


By William H. O'Brien, 


Director of Telephone and Telegraph Utilities, Massachusetts Department of Public Utilities, Boston, Mass. 


One frequently reads and hears the 
statement that under government opera- 
tion in European countries, telephone serv- 
ice is much cheaper than in the United 
States under private operation. 

As to actual dollars and cents, that is 
true in some countries, but as a practical 


matter that statement really means 
nothing, because, with the exception of 
Sweden, and perhaps Holland, there is 


nothing in the shape of telephone service 
in Europe that compares with that fur- 
nished by both the Bell system and the 
Independent companies of the United 
States. That doesn’t mean that they 
couldn’t have just as good service over 
there, if they wanted it. The answer is: 
they havé as good service as they think 
they need. 

There is an old saying that “Trade fol- 
lows the flag.” In the case of telephone 
service here in America, the telephone has, 
as a rule, been a few steps ahead of busi- 
ness and social necessities all the time. It 
has easily become the most vital artery of 
our whole industrial structure and indis- 
pensable to the home and social 
activities. 


our 


In other words, in this country “Business 
follows the telephone.” Quite the contrary 
in Europe, taking Enya. for example. 
When the head of a_ business 
passes on and the business goes to the son, 


concern 


there is seldom any change in the charac- 
ter or volume of the particular business. 
It just goes along in the same old way so 
long as it produces a certain fixed amount, 
with no special effort to develop a pro- 
gressive annual increase in volume and net 
results. 

It is also interesting to note that even 
in the great city of London, most business 
establishments close entirely for the lunch 
hour. This is also true of many other 
places in Europe, but particularly noticea- 
ble in London. 

So with the telephone service over there, 
they have been content to develop that 
service as business and social activities de- 
manded it, the reverse of conditions in the 
United States. 

I confess that for many years I have 
believed that telephone service should be 
operated through a governmental depart- 
ment of communications to include the 
mail, telegraph and telephone. 

I wanted to confirm that opinion by per- 
sonal observation and} inquiry, as I have 


been unable to find anything in print on 





the subject, except what evidently was 
written with the idea that the whole tele- 
phone question was merely one of dollars 
and cents, with hardly any consideration 
for the real, practical things. These, after 
all, are the biggest factors in the opera- 
tion and development of telephone service. 

I have been forced to a somewhat dif- 
ferent conclusion as the result of a fairly 

















“In the Case of Telephone Service Here in 

America,” Says Mr. O’Brien, ‘“‘the Tele— 

phone Has, As a Rule, Been a Few Steps 

Ahead of Business and Social Necessities 
All the Time.”’ 


comprehensive observation of conditions in 
England, Sweden, Germany, Italy, France, 
Switzerland and Holland, during the past 
three years, and in that judgment I have 
not overlooked the many shortcomings of 
telephone service in the good old U. S. A. 

In practically all European countries 
there is no unlimited telephone service. 
Under varying conditions and rates, in dif- 
ferent countries, you are furnished a line 
with instrument for which a certain month- 
ly charge is made without any allotment of 
calls. All service is paid for on a per- 
call basis. 

In several countries, the rates are actu- 
ally much higher than in the United States 
for a much inferior service. The Sweden 
better than any of the 
other countries. They are very much up- 
to-date there, with rates comparable with 
those in the United States. The Sweden 


22 


service is much 


service in some respects is superior to that 
in this country. Their construction, equip- 
ment and maintenance is first-class. 

Holland probably ranks second. As to 
the other countries, you “pay your money 
and take your choice.” 

With most of the European countries 
developing automatic telephone systems, 
the service should be of a higher grade 
and comparable with that in the United 
States, but that will depend almost entirely 
upon maintenance. 

With budgets subject to the political 
expediencies and whims of the frequent 
changing governments, there will be lean 
years where service will deteriorate. This 
will be an added burden in later efforts to 
reestablish necessary business standards. 

In the United States under private 
operation, those responsible for telephone 
service can never offer such an alibi, for 
there have been but few cases where the 
public have quarreled about rates as 
against the necessity for the best possible 
service. They even have approved very 
generous dividends for those who furnish 
the capital necessary to keep pace with the 
constantly-increasing demand for telephone 
service, in rural communities, as well as 
larger centers. 

Under any other financial scheme it 
would have been impossible to extend tele- 
phone service to rural communities to any- 
thing like the extent it has been done in 
the United States, to say nothing of the 
extension of local exchange operating 
methods to long distance points by which 
your call to a station hundreds of miles 
distant is completed under the same condi- 
tions as a call for a station in the next 
street—without hanging up the receiver. 

While I have prepared figures on rates 
and practices of European telephone sys- 
tems, as compared with the United States, 
I have confined this comparison to a gen- 
eral statement without going into these 
figures. These, after all, are really not 
very helpful because of reasons previously 
stated. 

It is becoming evident all along the line 
in Europe that they are beginning to ap- 
preciate that telephone service is the big- 
gest asset in the development of their com- 
mercial activities. This is particularly true. 
of toll service, and such a story would not 
be complete without reference to the inter- 
national phase of this whole matter. 

It was not until the International Cham- 
ber of Commerce began its splendid work 
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on European telephone toll service that the 
representatives of the countries with mem- 
bership in the International chamber began 
to realize the tremendous importance of 
telephone toll service in the commercial 
life of all countries. 

In the consideration of this subject by 
the committee of the International Cham- 
ber of Commerce, every stress was laid 
upon the importance of international tele- 
phone service as an efficient instrumentality 
for removing obstacles to international 
trade; thus stabilizing business through a 
more orderly and economic movement of 
goods; also that good telephone service 
tends to minimize the 
fluctuations. 


range of price 
Just to show the practical results of the 
activities of the committee of the Inter- 
In two years, 1925 and 
1926, the holding time on long distance tele- 


national chamber: 


phone calls between the principal citics of 
Europe was reduced as much as 50 and 
75 per cent and practically all of the coun- 
tries represented in the International cham- 
ber agreed to do everything possible to 
guarantee a standard and 
maintenance on all long‘ distance lines. 
There was a general recognition of the 


construction 


fact that better telephone service meant 
more business. 

To illustrate by one practical example: 
Two years ago additional toll lines were 
added between Paris and Berlin, and the 
toll business increased over 300 per cent 
in three months. This increase was almost 
entirely business service. 

This great work of the International 
chamber is carried on in a spirit of co- 
operation and helpfulness. It can be said 
without exaggeration that the International 
Chamber of Commerce is the greatest sin- 
gle influence in the world today for the 
development of a better and more _ per- 
manent understanding between the peoples 
of the various nations which are members 
of the chamber. That the development of 
trans-Atlantic telephone service, which was 
instituted nearly two years ago, is helping 
very materially along the same lines is 
without question. 

It must be understood, however, that the 
trans-Atlantic service is not a secret serv- 
ice. As yet it can be picked up by any 
station attuned to a certain wave length. 
Experiments are now being made in the 
United States and England which it is ex- 
pected will correct this very definite handi- 
cap to the extension of this great com- 
munication service. 

It is only when one has had the oppor- 
tunity. to observe the telephone situation 
in Europe, under conditions that I was 
privileged to enjoy on my three visits, one 


of which was as a delegate to the Inter- 
‘ational Chamber of Commerce at Stock- 
1iolm, that you realize what a tremendously 
ital asset telephone service has been in 
he United States, in the building of our 
reat industrial structure, to say nothing 
f our social activities. 
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MY OLD PHONE* 
By J. Walter McLean. 
the desk in my 
pkone, 
Looks bright as though polished with 
a hone; 
Always there and always ready to talk, 
And it sure has saved me many a walk. 


On office I have a 


With a phone some folks never stop to 
think 

As years fly by and they’re coming to 
the brink, 

With such a small article let me just 
say 

That it keeps its place and is never in 
the way. 


I talk to folks hundreds of miles away, 

Which saves me dollars in this age to- 
day; 

And we don’t stop to think as we pass 
along 

How it keeps business 
with the throng. 


moving along 


If we lived where there was no 
in a town 

Folks wouldn’t be happy, so they 
frown; 

So let’s give it some credit, tor its good, 

As it can’t talk back to be understood. 


phone 


might 


I couldn't get along without my old 
phone 

And to me it will never become a 

' drone; 

For if all like a phone were as ready to 
work, 

This world would have in it no one to 
shirk. 

I will always like what you have done 
for me 

And I trust others will say the same 


thing of thee, 

For you are my phone to me just day 
by day, 

And I thank you for helping me 
to say. 


what 


You will live forever and 
old 

But you may at times over be sold and 
sold. 

So my memory of you always will just 


be great 


never grow 


And may you always be busy in New 
York state. 

*Mr. McLean, proprietor of the Gou- 

veneur Granite & Marble Works, Gou- 


veneur. N. Y., sent this bit of verse, with— 
out solicitation, tc the Northern New York 
Telephone Corp, of which he is a sub 
scriber. It reflects his favorable attitude 
towards the company. 








International T. & T. Plans Pur- 

chase of United River Plate. 

The International Telephone & Tele- 
graph Corp., through a syndicate headed 
by J. P. Morgan & Co. and the National 
City Co., of New York, has made an 
offer to the stockholders of the United 
River Plate Telephone Co. for the pur- 
chase of the stock in that company. The 
United River Plate Telephone Co., an 
English company, owns and operates the 
largest telephone system in Buenos Aires 
and four provinces of the Argentine, 
South America, serving over 185,000 tele- 
phone subscribers. 
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This purchase, it is stated, will give to 
the countries of Chile, Argentine and Uru 
guay a complete national and international 
telephone communication system, since the 
International Telephone & Telegraph 
Corp. is already associated with the Chili 
Telephone Co., the Compania Telefonica 
Argentina, the two telephone companies 
in Uruguay, and the long distance lines 
connecting these countries. The telephone 
Rio Grande do Sul in South- 
ern Brazil is also associated with the In- 
ternational Telephone & Telegraph Corp. 

It is expected that within a comparative- 
Chile Argentine 
wireless telephone both 


company of 


ly short time and will 
be connected by 
to Europe and North America. 
The United 
Plate Telephone Co. are offered an ex- 
change of one-fifth of a share of Inter- 
national stock plus £4.10 or £12 cash for 


each share of their stock. 


shareholders of the River 


This represents 
a market value of approximately $187.50 


] 


for International shares which closed on 


December 15 at $190 and were as high as 


$199 previously in the week. The direc- 
tors of the River Plate company have 
recommended to the stockholders that 


they should accept this affer and deposit 
their stock for exchange on or before Jan- 
1929. 

In order to provide funds for the ac- 


uary 3, 


quisition of the stock of the United River 
Plate Telephone Co. and for general pur- 
poses, the directors of the International 
corporation have authorized an issue of 
10-year convertible 414 per cent gold de- 
benture bonds in the amount of 40 per 
cent of the par value of the outstanding 
stock of the corporation, or approximately 
$57,300,000. 

The bonds are to be dated January 1, 
1929, and are to be offered to stockholders 
at a price of 98 per cent of the principal 
amount plus accrued interest in the pro- 
portion of $100 of principal amount of 
bonds for each 2% shares held by stock- 


holders of record of December 21, 1928. 


Transatlantic Service Reaches 
Practically All of France. 


Transatlantic telephone service from the 
United States to Europe was extended to 
include practically all telephones in France 
on December 15. Paris had been linked to 
the overseas circuit since March 28, 1928 

With the addition of about 100 points 
in France, the American subscriber 
has access to a telephone network that 
covers the greater part of Western Eu- 
rope. 


now 


The new extension of service brings 
532,800 telephones to swell the total of 
American and European telephones thus 
interconnected to 26,750,000. 


Recent development of the French long 
distance cable system has linked its prin- 
cipal cities by means of modern aerial and 
underground cables 


capable of handling 


a large volume of traffic. 


The Spirit of Service Always Wins 


Story Illustrating How Interest and Enthusiasm Were Developed Among the 






Operatorsof One Telephone Exchange, Which Worked Torwards Improved Service 
to the Public—Development of Spirit of Cooperation and Good Will Responsible 


By Margaret Celeste Grace, 


Trafic Chief, Fort Dodge Telephone Co., Fort Dodge, Lowa. 


The building which housed the main 
offices and local exchange of the Chain O’ 
Lakes Telephone Co., in Big Lake, Wis., 
was a large and attractive structure, situ- 
on a sloping street, overlooking the 
lake from which the city derived its name. 


ated 


The lake was a perfect mirror of a deep 
blue the Helen walked 
past it and entered the telephone building 
to commence her duties as assistant chief 
operator. Mrs. Joselyn and Helen had 
secured an apartment not far distant from 
the telephone exchange, thus giving her 
opportunity for a brisk walk to her work. 


indigo morning 


It was with no little trepidation that 
Helen went quickly up the steps and 
quietly entered the office of the superin- 
tendent of traffic. Mr. Fair Mind greeted 
her cordially amd made her feel at ease at 
once, in that masterful and yet pleasing 
way which characterized him as a man of 
keen judgment and yet not devoid of the 
finer and more subtle things of life. 


He advised her of what her duties would 
be and outlined work; also touched 
lightly, but warningly, on some of the 
ins and outs of the office; that the service 
was not up to the standard which they 
were having it. The chief 
operator was making preparations to leave 
in a few months, to take up settlement 
work and to teach in the native schools of 
Alaska. Consequently, her interest was 
lagging in the telephone work. 


her 


desirous of 


At the close of the interview Helen left 


the office of Mr. Fair Mind even more 
determined to make good in this new 
field of duty and new opportunity. But 


was it all for the mere sake of the work, 
she pondered, or was it a little something 
in the deep and earnest smiling expression 
in the eye of the superintendent of traffic? 

After a few weeks in the office, Helen 
found conditions a little perturbing. The 
operators, or them, at times 
indolent and careless 
even were inclined to be 
impertinent, both to the patrons and the 
supervisors. They were also slack in their 
codes, phrases, and manner of speech. The 
operators, when recording calls from the 
subscribers, took them as though it were 
an effort to serve them. 


most of 
seemed to have an 


attitude; some 


One evening, after a hard and busy day, 
when it seemed everything and everybody 
out of tune, Helen asked the chief, 

Noble, if could not arrange 


Was 


Miss they 


some operators’ meetings, to get together 
and try to establish a better feeling and 





responsibility for their work; in fact, a 
good relationship club. 

“Why, yes, we can,” replied Miss Noble, 
“but it will not avail anything. Your 
efforts of time and trouble will be lost, for 
these girls have no ambition. I long ago 
became weary and disgusted with this com- 
pany. That is why I am leaving—going 
where I can do some real good.” 

“Let us try it, anyway,” said Helen. 
Miss Noble, with a wise “It won't do any 
good” expression, agreed. 

So they mapped out a tentative plan 
which divided the operators into certain 
groups ; this ar- 


Helen then talked to them briefly of her 
plans for the office, and asked each one if 
she had any suggestions to make or offer. 
She would be glad to receive and consider 
them, she said, for many times the operator 
saw things from a different ang.e. Happy 
and satisfied essential for 
good telephone service, and that was their 
goal—good satisfied employes; 
these two requisites, 
satisfied patrons. 

She talked in her quiet, convincing man- 
ner, and the girls seemed to catch the un- 
dercurrent that here, indeed, was a fellow 


operators are 


service, 


she declared, make 





rangement being 
made to 
them to attend 


enable 


while off their 
respective shifts 
or tricks, and, 
also, as Miss 
Noble - said. 
“The sheep and 
the goats are 


not separated.” 
The girls were 
very much sur- 


prised when, a ‘ 
few mornings 
later, an an- 








nouncement of 











the meetings ap- «The 


peared on the 

bulletin board. 

Some of them sneered at the announce- 
ment, and one was heard to remark, 
“What does that little upstart from that 
‘hick’ town of Lost Lake know about 
a big city office like this?” But this 


particular girl was the first one to arrive 
at the first meeting. There were eight 
girls present, and most of them were con- 
sidered the “worst ones,” as Miss Noble 
put it to Helen. To Helen it was rather 
a trying affair. The girls had come with 
the thought they were not to be told any- 


thing by a girl from the “sticks,” as they 
voiced it. 
Miss Noble told the girls the get- 


together meeting was Helen’s plan to talk 
things over; to organize regular clubs and 
hold meetings, where each one 
should have a voice in the meetings. She 
also said that she was their friend, as well 
as their chief, and wanted to make work- 
ing conditions easier and more pleasant for 
them, and as she would be leaving the 
company’s employ shortly, Helen would be 
their next chief. 


regular 
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Girls Came and Went as They Were Relieved From Their 
Duties at the Switchboard.”’ 


worker and true friend, with no selfish 
motives. 

In a short time, regular meetings were 
held and the girls took more interest in 
their work. <A study club was formed, 
where regular topics of etiquette, speech, 
voice training, etc., were discussed, each 
one taking a part. Then Helen appointed 
different committees from the toll and local 
departments, to bring written suggestions 
from the operators, in their respective 
departments, about the work. 

As Christmas drew near and Miss Noble 
was leaving the first of January, one of 
the girls (“worst ones,” as Miss Noble 
had designated them) came to Helen and 
asked: “May our committee, through the 
company, have a Christmas tree and a 
little sort of farewell party for Miss 
Noble?” And Helen, more than pleased, 
replied, “You surely may.” 

So the girls got the tree, trimmed it, 
and then took up a collection and pre- 
sented Miss Noble with a lovely travel- 
ing bag. That indeed, a 


evening was, 
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one. 


The girls all gathered in 
the restroom, around the prettily-lighted 


merry 


Christmas tree, as a farewell courtesy 
to the retiring chief, Miss Noble, and 
a welcoming for the new chief, Miss 


Joselyn. The spirit of “Peace on Earth, 
Good Will Toward Men” was never more 
manifest, as the girls came and went, as 
they were relieved from their duties at 
the switchboard. 

After the lights were turned out and 
they were all leaving, Miss Noble came 
over to Helen and said: “I am truly sorry 
to be leaving this group of girls; but a 
few months ago I would have gone any 
place to be away from them. You surely 
have taught me a that there was 
settlement work and teaching to be done 
right here in my own office, without going 
away off to Alaska, but I shall be better 
fitted to do my work up there now.” 

In the early spring, plans for a basketball 
team were discussed and a team formed. 
As there was a large room in the base- 
ment of the building which was not in use, 
Helen went to Mr. Fair Mind and asked 
him if they could use it for a sort of 
gymnasium. To this he replied: “Aren't 
you giving those girls too much freedom 
up there? Better watch out—they will get 
the best of you!” 

And Helen replied: “Well, if they do, 
1 am a failure in my methods.” 

The gymnasium was an ideal place for 
the girls to spend their spare time, and the 
exercise they derived from the time spent 
there was most beneficial. 

As the summer rush of business came 
on, the service was never so good in the 
history of the Big Lake office. Congratu- 
lations, both by letter and telephone, were 
received by the management, and it was 
the topic of conversation at the various 
social gatherings about the city—what a 
wonderful improvement in the telephone 
service. Also the pleasant and courteous 
attitude of the operators was noticed. 

The daily average answering time was 
now 1.5 per cent, while it formerly was 
6.0 per cent; the percentage of wrong 
numbers was changed from 9.0 per cent 


lesson 


to 12 per cent; and the average calls 
answered in 4 seconds or less was 98.0 
per cent. Great improvement! 


One evening Helen had stayed at the 
office a little longer than usual, to do some 
planning for the next day’s work, and as 
one of those quick summer thunder 
showers had come up, she lingered, hoping 
the rain would cease. It settled into a 
steady downpour, so she decided to go. 
Just as she left the office, Mr. Fair Mind 
came out and said, “You better let me 
drive you home.” To which Helen smil- 
ilgly replied, “Oh, that is so kind of you.” 

As he left her at her home, the rain had 
ceased and the sun burst out brightly from 
behind the clouds, for a last big smile at 
the world. He asked her if he might call 
some evening and have one of those meet- 
ings where they talked things over, like 
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she had organized at the office for the 
operators, and the smile still lingered. 

Not very long after that it rained for a 
week steady, and one evening, just as the 
5 o'clock force was leaving, the message 
flashed over the wires that the dam and 
levees in the north part of the city had 
given way. Helen told the girls of the 
great danger. All, without a word, placed 
their headsets back on and went quietly, 
but quickly, to work. They stayed at their 
boards until near morning—it was just 
breaking day—without thought of food or 
rest, and by their efforts they saved many 
lives and thousands of dollars’ worth of 
property. Helen called many of the dis- 
tant stations and warned them of the 
coming flood. 

Some time after this—a lovely, soft, 
spring evening—Mr. Fair Mind asked 
Helen to drive out along the boulevard 
with him. He told her that a few months 
before the operators would never have 
stayed on duty and done what they did the 
night of the flood; also, the service was 
the best it had ever been and the girls were 
all contented and happy. 

“You have made good in this position,” 
he said, “so I am offering you another one 
now. As much as we need you in the 
office at Big Lake, I need you in still a 
larger field of duty, and I hope to make it 
a better one for you. The position is that 
of the wife of A. Fair Mind, and the title 
will be “Mrs. A. Fair Mind.” 

Thus, in her position at Big Lake, as 
also in the little office at Lost Lake, Helen 
proved the theory that the “Spirit of 
Service Always Wins.” 


English Consider Problem of Con- 
trol of Ocean Telephony. 

The question as to who is going to op- 
erate the transatlantic and other interna- 
tional telephone service, it is predicted in 
London, will soon arise as a burning issue. 

This question also has a special interest 
for the United States, since long distance 
telephone services are now being worked 
between England and foreign countries 
through the British Postoffice wireless sta- 
tion at Rugby, supplemented by short-wave 
wireless installations supplied by the In- 
ternational Telephone & Telegraph Corp. 
through its English branch. 

As against this, it is being strongly 
urged by experts that transoceanic tel- 
ephony could be carried on as well, and 
much more cheaply, by using an all-Brit- 
ish system of beam wireless. During the 
past year the Marconi Co. has been carry- 
ing on experimental telephone services be- 
tween Canada and England, using the 
beam station at Bridgewater for the pur- 
pose. It is declared that the experiments 
have been highly successful and have given 
reliability and a clearness of speech su- 
perior to that which the British Postoffice 
has secured on its Rugby service with the 
United States. 

The beam system enables telegraphy and 





telephony to be carried on simultaneously 
from the same stations, using the same 
aerial feeder and plant, which 
means that the existing beam stations with- 
in the British Empire could be used for 
wireless telephony. The government ad- 
visers, on the other hand, favor the intro- 
duction of telephone through 
separate stations centered at Rugby. 

In favor of the adoption of the beam 
system it is urged that it would be con- 
trary to imperial interests for the 
Empire to have to depend 


systems 


services 


sritish 
tele- 
phone services on a system developed by 
an American corporation. One of the 
strongest arguments urged in favor of 
amalgamation of the imperial telegraphic 
communications that it check 
the efforts of the International Telephone 
& Telegraph Corp. to “penetrate the Brit- 
ish Empire with its services,” as one pro- 
tagonist put it. 

Now the same argument is being used 
in favor of founding transoceanic teleph- 
ony on the beam wireless This 
would really mean handing telephony, like 
telegraphy, over to private enterprise, since 
beam wireless has already been leased from 
the British Postoffice by the new Empire 
communications merger. 

The Postoffice, having lost long distance 
telegraphy, wishes to retain long distance 
telephony. 


for its 


was would 


system, 


For this purpose, opponents of 
state ownership are urging, it has formed 
an unholy alliance with an American com- 
bination. Private ownership, on the other 
hand, is pressing its claims on the grounds 
of imperial welfare. 


South Dakota Has 42 Per Cent of 
Its Telephones on Farms. 
With one telephone to every 6.67 per- 
sons, South Dakota is virtually on a par 
with the United States as a whole in the 
number of telephones to the population, H. 
A. Hanson, statistician of the South 

Dakota Railroad Commission, reports. 

There are 102,069 telephones in South 
Dakota, as indicated by figures for De- 
cember 31, last, Mr. Hanson stated. The 
total population, based on the 1925 census, 
is 681,260 persons for the state, not taking 
into account any increase since that census. 
Figured on the basis of these figures, Mr. 
Hanson said, there are 6.67 persons per 
telephcne in South Dakota. 

Of South Dakota’s 102,069 telephones at 
the end of the last calendar year, 59,460 
were reported as 
scribers and 42,609 as 
There are 671 


sub- 
subscribers. 


being city 
rural 
separate telephone com- 
panies operating in this state, the statisti- 
cian reported. These are classified as: 
Larger corporations, three in number 
which are Class A companies as designated 
by the Interstate Commerce Commission, 
and which serve 64,083 subscribers. 

Local companies operating 
which serve 22,711 subscribers. 

Local farm-line companies, serving 15,- 
257 subscribers. 


exchanges, 
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This illustration shows a typical installa- 
tion of Strowger Automatic equipment of the 
type which will be installed at Middletown, 
New York. 
































When writing to Automatie Electric Inc., please mention TELEPHONY 


December 22, 1928. TELEPHONY 




















4 4 





dMiddletown, New York 


A New Era of Telephone Service Begins 


T ange County Telephone Company, of Middletown, New 
has recently completed arrangements with Automatic 
“lek. for the conversion of the entire telephone system of the 
citydletown to Strowger Automatic operation. Orders have 
bedkd for the manufacture and installation of equipment to 
ser lines. 


Regthat it must safeguard both its present success and its 
futikress, the Orange County Telephone Company has decided 
thafunwilling to offer the public any but the most modern, 
rapmccurate telephone service that it is possible to obtain. The 
wi its decision to install Strowger Automatic appara- 
tugiddletown is borne out not only by its own ex- 
pemith this equipment at its Bloomingburg 
ex but also by the action of scores of tele- 
phfmpanies all over the country which are 
tug this modern system. 




















matic Electric Imc. 


Factory and General Offices: 
. Van Buren St., Chicago, U.S. A. 


nd Service Offices in all Principal Cities 


RT DISTRIBUTORS 

For #@utomatic Telephones, Ltd., Sydney 
For Canada— 
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When writing to Automatic Electric Inc., please mention TELEPHONY. 











Here and There in Telephone Work 





Some Practical Ideas for Building 
Public Good-Will. 


The Lincoln Telephone & Telegraph 
Co., Lincoln, Nebr., is continually trying 
out new ideas, or utilizing old ones in a 
different form, in its efforts to humanize 
the industry more and more. 
stance, when its new building at Wymore 
was opened to the public, in late October, 
attractive invitations were sent out invit- 
ing friends and subscribers of the com- 
pany at Wymore to an open house affair. 


For in- 


The invitations were printed upon plain 
white cards, 314 inches by 6 inches in size. 
At the top was an excellent reproduc- 
tion of a photograph of the new building, 
below which the following invitation was 
attractively printed: 

“The Lincoln Telephone & Telegraph 
Co. cordially invites you to visit and in- 
spect its new home in Wymore, Tuesday 
and Wednesday, October 30 and 31, 1928, 
8 a. m. to 8 p. m.” 

At the bottom of the card appeared the 
company’s emblem in the center of this 
sentence, “A Nebraska company serving 
its people.” 

Newcomers in exchanges in the terri- 
tory served by the company are sent a 
“welcome” card, which is signed by the 
local manager. Another card, known as 
the “regret” card, is sent to persons whose 
telephone service is disconnected because 
of their moving away. 

These two cards are in use in all of the 
company’s 129 exchanges and, according to 
C. W. Motter, publicity director, Lincoln 
Telephone & Telegraph Co., Lincoln, 
Nebr., form a splendid medium in build- 
ing public good-will. 

A number of letters have been received 
from people, asking to be introduced in 
their new location as a former subscriber 
of the company as the local manager 





Dear Sir: 


our community. 


count it a privilege to serve you. 


time to have you visit us. 





LINCOLN TELEPHONE AND TELEGRAPH COMPANY 


® 


It is with pleasure that we welcome you as a new comer and fellow citizen to 


@©he Lincoln Telephone and Telegraph Company stands ready to assist you in 
any way it may. Should you apply for telephone service in your new location, we will 


The latch string is always out at the telephone office and we will be glad at any 
You will be interested in seeing where your line comes in, 
and what goes on “Behind the Scenes” at the telephone office. 


Yours very truly, 


Local Manager. 








‘“‘Welcome’’ Card Sent to Newcomers in Communities Served by Lincoln Telephone & 
Telegraph Co., Lincoln, Nebr. 


offers to do in the “regret” card sent when 
service is discontinued. Every one of 
these letters has expressed the subscriber’s 


appreciation of the company’s intro- 
duction. 
“I am thoroughly convinced,’ said Mr. 


Motter in writing TELEPHONY, “that many 
times the little things we do in our daily 
contacts with the public are, after all, the 
things that have the far-reaching effect. 
For public relations work to continue, we 
should constantly strive to keep the con- 


fidence of our subscribers when once 
obtained.” 
The Telephone Central Office 


Dynamo—Armature Core. 
By Jonn A. BRACKEN. 


The armature of a dynamo, such as used 
for charging central office storage batteries, 
is that portion of the machine designed 
to rotate in the space between the magnetic 
pole pieces, and it will have an electric 
current induced in it while in motion, 





Dear Subscriber: 


you so desire. 


We are enclosing our final bill for.. 


LINCOLN TELEPHONE AND TELEGRAPH COMPANY 


® 


Complying with your request, your telephone service has been discontinued. 

It is with regret that we lose you as a subscriber, but wish to thank you for the 
pleasant relations which have existed in the past and hope that at some future time 
we will again have the privilege of serving you. 
new location, I will be glad to introduce you as a former subscriber of our Company, if 


LINCOLN, NEBR.., 


Should you apply for service at your 


which covers service at your 





former address. 





Yours very truly, 





Local Manager. 





“Regret” Card Which Tends to Humanize Relations with Subscribers. 
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according to the principles of electro- 
magnetic induction. 

Upon examination of the armature, it 
will be seen that it consists of a round iron 
core, which is not cast or forged in one 
piece, but built up from a number of thin 
round plates of very soft sheet iron, 
approximately 0.014 inch thick. 

This method of constructing the arma- 
ture is known as laminating. The single 
plates of sheet iron are placed very close 
together on a steel shaft and well insulated 
from it. They are also insulated from 
each other by either specially prepared 
paper, or insulating varnish painted upon 
the plates, but the oxide, or scale that 
forms on the sheet iron is also sometimes 
entirely relied upon to provide the neces- 
sary insulation. 

The armature core is laminated for the 
reason that if a solid iron core were used 
and rotated very quickly in a magnetic 
field, it would become exceedingly hot 
after a short time. This is due to the fact 
that the core crosses magnetic lines of 
force, thereby inducing electromotive 
forces which produce electric currents in 


the iron. These currents are known as 
eddy currents; sometimes called foucalt 
currents. 


Let us now consider what would happen 
in a piece of iron cut from a solid iron 
core along its axis—the central line of any 
symmetrical body—and having the shape 
of a wedge and rotated in a magnetic field. 

This core sector would not cross the 
lines of magnetic force symmetrically as 
might be supposed. The uppermost part 
would cross very many lines of force, the 
lowermost part hardly any, and the middle 
portion always a less and less number of 
lines of magnetic force, according to their 
distance from the surface. 

If the sector is now imagined to be 
divided into several strips, they will repre- 











December 22, 1928. 

















“Close-—Up”’ 
bula Float; 


of Telephone Used on Ashta- 
Note Size as Compared with 
Ordinary Desk Set. 


sent electrical conductors, which on rota- 
tion cross lines of magnetic force, so that 
an E. M. F. is induced in them. This will 
be greatest in the uppermost strip, smaller 
in the next, and finally smallest the inner- 
most strip. <As_ all 
together 


conductors 
form one piece, they are con- 
nected electrically with one other. 
Against the large E. M. F. 
most strip a small E. M. F. 
lowermost 


these 


of the upper- 
only of the 
act. Thus in the 
closed circuit a current will flow which is 
produced by the difference of the two 
E. M. F.’s. This E. M. F. can produce in 
solid iron very strong eddy currents which 
are transformed into heat. 

To minimize the production of 


strip will 


strong 
currents, and consequently heat therefrom, 
the armature core is as previously stated 
built up in laminated form in such a man- 
ner as to preserve the magnetic flux path 
and break up the electric current paths. 
An E. M. F. is, of course, induced in each 
ot the sheet iron plates; but if, for in- 
stance, it is assumed that the number of 
plates required to make the armature core 
be 300, then the E. M. F. generated in the 
uppermost part of the plates will be only 
the 300th part of that produced in the full 
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armature length—that is to say, 1/300 volt. 

Moreover, this far smaller E. M. F. has 
to flow along a path which offers to it a 
very high resistance. To reach the inner- 
most part of the armature plate, the cur- 
rent has to flow through the very thin 
sheet iron. As the resistance of the latter 
is rather high, the eddy currents will be 
considerably smaller than those generated 
with a solid iron armature core. 

Laminating the armature core does not 
completely eliminate eddy currents, but the 
loss due to them, decreases as the square 
of the thickness of the plates. 


Ohio Company Uses “Progress of 
Communication” for Float. 

“Progress of Communication” was the 
subject of the float of the Ashtabula Tele- 
phone Co. used in a celebration on Oc- 
tober 31 at Ashtabula, Ohio. 

Through the. Columbus, Ohio, office of 
the Kellogg Switchboard & Supply Co., 
Manager J. D. Bonnar of Ashtabula, was 
loaned a large paper-mache telephone, 
which was the main feature of the float as 
shown in the photograph. Opposite the 
sign “Mail” was a mail carrier dressed as 
Uncle Sam and carrying a mail pouch; 
next came two messenger boys in uniforms 
representing the Postal Telegraph Co. and 
the Western Union Telegraph. 

The operators of the company came next 
with a large telephone. In front of them was 
a modern radio set connected to a typi- 
cal aerial. The size of the paper-mache 
telephone, which is indicated in the photo- 
graph with an ordinary desk set telephone, 
created quite a sensation according to Man- 
ager Bonnar. 


Agitation for New Company 
Dropped; Money Requested. 
Under the influence of some local agi- 
tators who objected to the ownership of 
the local exchange property by the Lin- 
coln Telephone & Telegraph Co. and who 
claimed that local stockholders were not 


properly treated when Manager Roderick 
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Float of Ashtabula Telephone Co., 


Ashtabula, 


Ohio, Depicting Several Methods of 


Communication and Featuring the Telephone. 
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CORPORATIONS. 
By “Buck.” 
Before they changed our com- 
pany into a corporation, it seems 
there didn’t used to be so awful 


much vexation an’ knockin’ on our 
business an’ callin’ us “The Grafter” 
Yes, 


an’ “Octopus” an’ “Robber.” 


without a speck o’ laughter. 


Before incorporation, folks would 
smile an’ like an’ prize us, but now 
they pokes an’ 


give us digs an’ 


Gosh! How they despise us! 


Our income statement doesn’t 
show a rate o’ profit than what it 
did before, although you can’t con- 
vince ’em of it. 

We have the durn men in 
charge of all our operations, but, 
Golly! How they will enlarge upon 
“The Machinations of 


Corporations.” Heck! 


same 


Soul-less 


Why it is plumb disgusting, an’ 
arguments an’ facts can’t check these 
goofy guys from busting right out 
an’ callin’ us a thief an’ so they keep 
on prating. They try to 
lots o’ grief with corporation bait- 


cause us 


ing. 

An’ so this class o’ folks still 
baits, forgetting that our nation it- 
self—it’s owners are the States—is 


one big corporation. 











sold control, an effort was made recently 
to organize a new telephone company to 
put in a competing 
Springs, Neb. 


exchange at Blue 

The meeting which was held to discuss 
organization was well attended, but when 
it was discovered that the $10 subscrip- 
tion asked for would be insufficient, and 
instead that it would cost from $80 to $90 a 
station to put in the new exchange, only 
five of the large number present expressed 
a willingness to “come through.” Since 
then the agitation has been dropped. The 
chief complainant was a candidate for the 
legislature, and after he was beaten at the 
recent election, he lost interest. 











What Service Should a Cord Give? 


First of a Series of Articles on Switchboard Cords—Need for Education on 
Line of Length of Expected Service From Cords—Various Items Entering Into 
Cord Life—Treatment by Operator Important Factor—Supervision Necessary 


By J. Dale Williams, 


Cord Specialist, Stromberg-Carlson Telephone Mfg. Co., Rochester, N. Y. 


What: service should a switchboard cord 
give? This question is one well worth the 
careful consideration of every telephone 
man and woman. 

At a recent telephone convention, the 
Stromberg-Carlson Telephone Mfg. Co. en- 
get an idea of how much 
ti..ught the average operating company 
gives to service received from switchboard 


deavored to 


cords. 

To accomplish this, a contest was held 
in which a used Duratex cord was exhibit- 
ed and those present at the convention 
invited to estimate the number of 
times it had been plugged up. This cord 
has been taken frem stock and run on a 
test board for its useful life before rebut- 
ting. 

The record of these estimates indicates 
that there is a need for much education 
along the line of what service should be ex- 
A tabulation of the 
results showed that one-half of the guesses 
ranged between 20,000 and 50,000, while the 
other half was about equally divided above 
and below these figures. 


were 


pected from a cord. 


The correct figure for the number of 
times this particular cord had been plugged 
up before requiring rebutting was 61,573. 
Under ideal conditions, many switchboard 
cords have given even more service, but the 
average runs somewhat less. 

The results of this contest indicate that 
approximately half of the personnel of tele- 
phone companies do not have adequate in- 
formation on the service that should be ob- 
tained from a switchboard cord. For in- 
stance, on multiple switchboards and pri- 
vate branch exchanges using medium-sized 
cords, such as the Stromberg-Carlson No. 
S-32-K, 20,000 plugging-up operations 
represent an absurdly short life. On a 
smaller type cord, such as used on a large 


(2) the care used by the operating com- 
pany in handling and storing; (3) the man- 
ner in which the operator handles the cord. 

Inasmuch as cord maintenance is one of 
the largest items in the upkeep of exchange 

















The General Subject of Cords Is Dealt with 

in This Article by Mr. Williams, Which Is 

the First of a Series Giving Some Interest- 
ing Information on Cords. 


property, it is time well spent for an oper- 
ating company to make a careful study of 
the life of cords. The only economical 
method of purchasing is on the basis of 
cost per 1,000 operations. When figured 
this way, a low-priced cord may prove ex- 
pensive while a high-priced cord may 
prove economical. 

When a cord fails to give the service 
which the manufacturer claims it should 





Used On 


Large multiple switchboards 
Small multiple switchboard \ 
Private branch exchanges / 
Magneto switchboard 





Approximate number of 
Size of Cord plugging-up operations 
before first rebutting 
Small 15,000 
Medium 50,000 
Large 60,000 








Figures Giving a Conservative Average of Service to Expect on the Various Types of 
Boards from Different Sizes of Switchboard Cords. 


multiple switchboard, 20,000 plugging-up 
operations would be good service. 

Of course, there are numerous items that 
enter into cord life; (1) the cord itself, 


which depends upon the material, design 
and workmanship used in its manufacture: 





give, the operating company should investi- 
gate its own method of handling before 
condemning it. Often times, cords are 
stored in basements that are damp or sub- 
ject to the action of battery acid fumes. 
In such cases, the exterior braid may be 
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seriously weakened, before it is put into 
service, due to no fault of the manu- 
facturer. 

A very important factor in the life of 
cords is the treatment given them at the 
hands of the operator. Careful instruc- 
tion in the methods of inserting the plug, 
without driving it in with the palm of the 
hand, and of removing the plug by pulling 
on the plug instead of the cord, will do 
much to increase the usefulness of any 
not suf- 


Instruction, however, is 


supervision is necessary 


cord. 
ficient ; 
if maximum efficiency is to be realized. 
Cord manufacturers are generally glad 
to supply operating companies with detailed 
information on handling cords properly. 
The Stromberg-Carlson Mig. 
Co. has a particularly interesting service 
bulletin illustrating and describing the cor- 
rect method that should be employed by 
operators in handling cords on the switch- 


constant 


Telephone 


board. The methods described are equally 
applicable to any kind or 
board cord. This bulletin has been written 


purely as a piece of educational informa- 


size of switch- 


tion for any who may care to ask for it. 

To give the operating man some idea of 
what service to expect from different sizes 
of cords the results given in the accom- 
panying table may be of interest. These 


figures are a conservative average ob- 
tained by the regular factory plugging-up 
tests which approximate standard service 
conditions. 


General Conference of Nebraska 
Company’s Local Executives. 
General Manager John H. Agee of the 

Lincoln Telephone & Telegraph Co., Lin- 

coln, Neb., celebrated the completion of his 

three years of service with that organiza- 

tion recently by inviting in to Lincoln 160 

local executives, including local and dis- 

trict manager, wire chiefs, cashiers, chief: 
operators and others in like positions. 
They were guests of the company at the 

Cornhusker Hotel, later 

dressed by Mr. Agee, Commercial Super- 

intendent Bell, Superintendent 

Brewster, Chief Engineer Wheeler, Assist- 

ant Plant Superintendent Barratt, Public 

Relations Director Motter, Assistant Com- 

mercial Superintendent McCulla, and Dis- 

trict Managers Young, Bennett, Behm and 


and were ad- 


Traffic 


Caman. 
This is the Mr. Agee 
promises will be a series of conferences 


first of what 


of like character, in which all service-giv- 
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ing branches are represented. It is intend- 
ed not only as a get-together and get-ac- 
quainted meeting, but to detail the com- 
pany’s program of development and _ its 
plans for future growth and service. 

Mr. Agee said that while there are various 
definitions of success, he preferred that 
one which defines it as the satisfactory 
completion of any worthy undertaking. 
Success may be a matter of conduct or it 
may be a matter of money. It applies to 
the individual as well as to the group, as 
for example a corporation. 

In the case of a corporation, however, it 
must, in the long run, depend upon the 
actions of successful individuals. The 
Lincoln Telephone & Telegraph Co. is a 
successful institution because of what it 
has. accomplished through the combined 
efforts of the employes known as the or- 
ganization. 

“We are not so much concerned,” said 
he, “with past accomplishments now as we 
are to insuring a continuation of successful 
operation. The local manager of the com- 
pany is entitled to a fair share of the 
credit, as he represents, in the local com- 
munity, the company. The community 
looks to him for local direction of tele- 
phone affairs. 

“Tf service fails, the local manager is to 
blame. If local service succeeds, the local 
manager receives the credit in the eyes of 
the people of his community. He is charged 
wtih putting into execution the policies of 
the company. The general office may de- 
cide these policies, and may issue the or- 
ders for putting them into effect, but the 
general efforts must depend upon the local 
manager to see that these policies are en- 
forced: 

“We shall, therefore, hold the local man- 
ager responsible for the successful conduct 
of the following matters: 


1. Rendition of service. 

2. Maintenance of good public relations. 
3. Revenue development. 

4. Proper care of local property. 

5. Sale of company securities in his 


community. 

6. Assistance in preparation of the 
budget. 

7. Proper financial standing of the com- 
pany in his community. 

8. Systematic and proper operation of 
the affairs of the local office. 

9. Personal conduct.” 

Mr. Agee took up these various matters 
in their order,‘and discussed them briefly. 
He impressed upon managers the need of 
giving the best possible service, which can 
be done only by keeping the equipment in 
condition through frequent testing and in- 
spection, followed by maintenance. 

The local manager, representing the com- 
pany in the community, should do as the 
company would do if it were located there 
—interest itself in the civic life of the 
community and help personally in advanc- 
ing its interests. Mr. Agee also discussed 
the part that other local executives should 
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play in rounding out the service and in 

carrying out the program and policies of 

the organization. He sketched the growth 
of the company, and outlined its aspira 
tions for the future. 

H. F. McCulla presided at the speech- 
making, and the various executives who 
responded contributed their ideas of how 
the company program for the coming year 
may be best carried out to justify the 
prophecies of success of the general man- 
ager. 

Training School for Instructing 
Plant Department Instructors. 
The Northwestern Bell Telephone Co. 

has just concluded a six weeks’ training 
school for plant men, which began in late 
October. Training schools are no novel- 
ties with the larger companies, but this 
differed from all others in that it was spe- 
cially for plant employment and _ plant 
training supervisors and was pointed at 
making them competent instructors of 
plant men at various points. 

This is deemed necessary because of the 
many new methods and practices adopted 
by plant departments and the great ex- 
tension of plant generally. To handle 
these, new men must be developed. As 
a beginning the position of area plant su- 
pervisor was created, each attached to the 
plant managers’ staffs together with area 
plant employment supervisors. 

The objective is to have every plant de- 
partment supervisor a trained vocational 
instructor, which means that most of the 
training of plant men will continue to be 
done on the job. One of the courses at 
this training school for supervisors was 
purely pedagogical in character, teaching 
them how to teach others. 

In turn, they will pass on what they 
learn to foremen, wire chiefs and other 
supervisors so that all the time and every- 
where on the system the work of voca- 
tional instructing goes on. Many of the 
men attending the school are veterans in 
the executive ranks of the company, and 
this made unnecessary much basic instruc- 
tion. 


North American Telephone Service 
Connected to Africa. 

Transatlantic telephone service was ex- 
tended November 24, to Prague, the capi- 
tal of Szecho-Slovakia. The opening will 
be formally inaugurated by conversation 
between officials of the two governments. 

November 26, transatlantic service was 
extended to the whole of Spain. Service 
to Madrid was opened on October 13. In 
cluded in the Spanish service will be the 
city of Ceuta in Spanish Morocco, which 
is connected to the Spanish telephone sys- 
tem by submarine cable across the Straits 
of Gibraltar. Thus for the first time the 
transatlantic telephone reaches Africa and 
also for the first time the shores of the 
Mediterranean Sea. The Spanish system 
has approximately 141,500 telephones 











The Financial Side of Companies 


Operating Revenues of Class A Companies Increase 7.3 Per Cent—Increase 
of 8.6 Per Cent for the 9 Months Over Last Year—Notes Issued by Holding 
Companies—Diversified Investments, Inc. Listed on Chicago Stock Exchange 


September Earnings of Class A 
Companies Show Increase. 
Compilations from reports of 87 class A 
companies, as made to the Interstate Com- 
merce Commission for the month of Sep- 
tember, 1928, show gross operating rev- 
enues of $85,933,141, as compared with 
$80,088,116 for the corresponding month 
of 1927, showing an increase of 7.3 per 
cent. The operating income for the same 
months was $20,989,267 and $19,752,744, an 

increase of 6.3 per cent for 1928. 

Operating revenues for the nine months 
ended with September, 1928, were $764,- 
186,167, compared with $703,819,318 for 
1927, an increase of 8.6 per cent. The 
operating expenses for the same periods 
were $507,896,849 and $467,331,108 for 1927, 
showing an increase of 8.7 per cent. The 
operating income amounted to $172,904,737 
for 1927 and $187,977,062 for 1928, an in- 
crease of 8.7 per cent. 

There were 15,376,685 company stations 
in service at the end of the nine months’ 
period in 1928, an increase of 5.4 per cent 
over the number in 1927, when there were 
14,582,611. 

Complete data for the following compa- 
nies of this class were not available for 
inclusion in this report: The American 
Telephone Co.; Central West Missouri 
Telephone Co.; Commercial Telephone Co. ; 
Commonwealth Telephone Co. (Wis.); 
Consolidated Telephone Co. of Wisconsin; 
Illinois Southern Telephone Co.; Michi- 
gan Associated Telephone Co.; Michigan 


Home Telephone Co.; Middle States Tele- 
phone Co. of Illinois; The Southwest Tele- 
phone Co.; Southwestern States Telephone 
Co.; Tri-County Telephone Co. and the 
West Coast Telephone Co. 


East Coast Utilities Co. Issues 
Convertible Debentures. 

An issue of 6 per cent convertible gold 
debentures, series “A” to the amount of 
$1,000,000, has been put out by the East 
Coast Utilities Co. The notes, which 
become due November 1, 1933, are mar- 
keted by P. W. Chapman & Co., Inc., of 
New York and Chicago. 

The East Coast Utilities Co. owns and 
operates, through its subsidiaries, electric 
light and power properties in over 100 
communities in Virginia, Maryland and 
North Carolina. These properties are 
being rapidly developed and their lines 
extended. The company owns the water 
system in Urbanna, Va., and the telephone 
properties serving the Gloucester Peninsula 
of Va., Franklin, Va., and 20 surrounding 
towns. 

The company also owns and operates ice 
plants in several cities of Virginia, Mary- 
land and Delaware and operates cold stor- 
age warehouses at Richmond, Va., and 
Dover, Del. 

The value of the properties, it is stated, 
as determined by Independent engineers, is 
in excess of $5,885,000. 

Consolidated earnings of the properties 
for the 12 months ended October 31, 1927, 


are: Gross earnings, $619,065.40; operat- 
ing expenses, including maintenance and 
taxes, $345,607.19, leaving a balance of 
$273,458.21. Deducting $78,375 for annual 
interest requirements leaves $195,083.21. 

W. F. Stevens is president of the East 
Coast Utilities Co. 


Porto Rico Telephone Co. Passes 
Dividend on Common. 
Directors of the Porto Rico Telephone 
Co., San Juan, Porto Rico, have passed 
the quarterly dividend of 2 
common, due to loss in revenue resulting 
from hurricane in September this year. 
This company is one of the associated 
companies of the International Telephone 

& Telegraph Corp. 


per cent on 


One Year Notes Issued by Conti- 
nental State Utilities, Inc. 

The Continental States Utilities, Inc., 
recently put out an issue of one year 5% 
per cent secured gold notes to the amount 
of $1,000,000, which become due December 
1, 1929. The notes are marketed by the 
First Guardian Co., Chicago, L. S. Carter 
& Co., of Baltimore, Md., Washington, 
D. C., and New York, and the Century 
Trust Co. of Baltimore. 

The Continental States Utilities, Inc., 
owns 95 per cent of the preferred stock 
and over 99 per cent of the common stock 
of the Three States Telephone Co., an 
Illinois corporation, and in addition, will 
own on completion of this financing all of 
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Traffic expenses 
Commercial expenses 
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Telephone operating expenses......... 
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Other operating expenses..............0.. 
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Ratio of expenses to revenues, per cent.. 


-————- Month of September—————, 
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Ratio, 
1928. 1927. Amount. Pet. 
at 

.-. 15,376,685 14,582,611 794,074 5.4 
... $52,146,013 $49,329,149 $2,816,864 5.7 
~ 3,433,769 3,305,932 127,837 3.9 
711,225 606,520 104,705 17.3 
... 24,494,237 22,222,666 2,271,571 10.2 
aa 2,966,156 2,683,520 282,636 10.5 
— 2,123,198 1,895,724 227,474 12.0 
ae 1,513,548 2,721,680 *1,208,132 *44.4 
sci 1,455,005 2,677,075 *1,222,070 *45.6 
... $85,933,141 $80,088,116 $5,845,025 1.3 
... $13.789,455 $12,771,087 $1,018,368 8.0 
..- 138,348,349 12,332,889 1,015,460 8.2 
... 18,433,296 17,688,365 744,931 4.2 
pda 7,767,776 6,982,665 785,111 11.2 
daa 4,279,972 3,241,217 1,038,755 32.0 
... $57,618,848 $53,016,223 $4,602,625 8.7 
... $28,314,293 $27,071,893 $1,242,400 4.6 

in. = 1,186 $ 1,266 *80 gan 
aa 11,002 i 3,338 — 
ities 524,353 460,900 63,453 13.8 
$27,780,124 $26,604,595 $1,175,529 4.4 
ae 6,790,857 6,851,851 *60,994 *0.9 
... $20,989,267 $19,752,744 $1,236,523 6.3 

PRT 67.05 66.20 .85 ee 
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$468.130,929 $440,329,046 $27,801,883 6.3 
32,456,409 30,359,845 2,096,564 6.9 
6,064,195 5,371,949 692,246 12.9 
212,279,675 188,974,059 23,305,616 12.3 
26,204,226 22,383,192 3,821,034 17.1 
18,666,321 16,008,705 2,657,616 16.6 
13,263,862 24,338,294 *11,074,432 *45.5 
12,879,450 23,945,772 *11,066,322 *46.2 
$764,186,167 $703,819,318 $60,366,849 8.6 
$119,813,748 $111,584,482 $8,229,266 7.4 
117,457,342 107,617,794 9,839,548 9.1 
164,167,314 157,756,132 6,411,182 4.1 
67,898,358 61,268,800 6,629,558 10.8 
38,560,087 29,103,900 9,456,187 32.5 
$507,896,849 $467,331,108 $40,565,741 8.7 
$256,289,318 $236,488,210 $19,801,108 8.4 
$ 16,023 $ 11,694 $ ae 
98,147 48,953 49,194 bares 
4,795,588 4,347,519 448,069 10.3 
$251,411,606 $232,108,432 $19,308,174 8.3 
63,434,544 59,198,695 4,235,849 7.2 
$187,977.062 $172,904,737 $15,072,325 8.7 
66.46 66.40 ae jee 








Summary of Monthly Reports of Class A Telephone Companies for September, Compiled by 


32 


Interstate Commerce Commission. 

















December 22, 1928. TELEPHONY 33 








The Big Factor 
Which Is Increasing 
Profitable Public 
USE 
of the Telephone 


Installations of more Churchill Booths in convenient 
locations is recognized by leading telephone com- 
panies as a source of increasing, profitable revenue. 
Merchants, likewise, look upon them as valuable 
income earning store equipment. There are many 
available locations in every community for 


HURCHILL 


FOLDING DOOR 
TELEPHONE BOOTHS 























They excel in superior workmanship and design and 
outstanding features of a thoroughly standardized 
product, which is being exclusively adopted by the 
foremost telephone companies. Built with improved, 
convenient, NON-STICKING receding and folding 
doors, without trouble causing floor guide slots and to 
occupy odd shaped spaces unsuitable for other 
purposes. 


Dust and noise-proof construction, and supplied in 
woods and finishes to match the finest trim. Easily 
pay for themselves in added profits wherever installed. 
Made for single unit or group installation in four 
stock types. Shipped “knock down” from New York 
or Chicago. Only tool needed for erection is a screw 
driver. Free blue prints and specifications for un- 
usual installations. 


Write for complete folder of materials, dimensions and important infor- 
mation how to increase public telephone service facilities in your locality. 


J.-H. Bunnewt & Company, Inc. 


32 Park Place 


Established 1878 


NEW YORK 


National Distributors for Churchill Telephone Booths 
Also Sold By 


American Electric Co., Inc. 
Stromberg-Carlson Telephone Mfg. Co. 


Kellogg Switchboard & Supply Co. 
Leich Electric Co. 


“All That’s Best in the Electrical Industry” 











When writing to J. H. Bunnell & Co., Inc., please mention TELEPHONY. 
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the stock of the Southern Gulf Utilities 
Co. The operating headquarters in Texas 
are at Corsicana. S. J. Bennett is the vice- 
president and general manager. 

The operating companies furnish local 
and long distance telephone service to four 
groups of communities in Texas, Oklahoma 
and Arkansas with a combined population 
in excess of 125,000. The system com- 
prises 80 exchanges and approximately 
11,966 stations. 

The reproduction value as shown by an 
appraisal of the properties is $2,386,275, 
and depreciated value, $1,935,034. 

The combined earnings of the properties 
now owned, together with those being ac- 
quired, for the 12 months ended August 31, 
1928, are as follows: Gross earnings, 
‘$287,887.03; operating expenses, mainte- 
nance and local taxes, $157,429.25. Net 
earnings available for interest, deprecia- 
tion and federal taxes, $130,457.78; annual 
interest requirements on these notes, $55,- 
000. 

The net earnings, it is stated, were over 
2.37 times the annual interest requirements 
on these notes. Approximately 28 per cent 
of the gross earnings is derived from toll. 


Diversified Investments,  Inc., 
Listed on Chicago Exchange. 
Telephone Bond & Share Co., with of- 

fices in Chicago, IIl., and Kansas City, Mo., 
underwriters of Theodore Gary & Co. se- 
curities, announces the listing on the Chi- 
cago Stock Exchange of its 7 per cent 
cumulative first preferred stock of Diver- 
sified Investments, Inc. 

Among the towns served by the corpor- 
ation are such prosperous communities as 
Fort Wayne and Terre Haute, Ind.; 
Bloomington, Streator, Pontiac and Jack- 
sonville, Ill.; Grinnell, Iowa, and Ports- 
mouth and Cambridge, Ohio, as well as 
excellent properties in the states of Kan- 
sas, Missouri, Oklahoma and Texas. The 
present system serves without competition 
approximately 150,000 subscribers and is 
showing a substantial yearly increase. 

Gross earnings for the year 1927, as re- 
ported by Arthur Anderson & Co., were 
$4,410,488.77, while gross earnings for the 
year 1928 are at the rate of over $5,000,000. 


Nebraska Company Authorized to 
Issue $10,000 of Stock. 

The Nebraska State Railway Commis- 
sion has approved the application of the 
Stanton Independent Telephone Co. for au- 
thority to issue $10,000 of stock. The com- 
mission engineers found that this sum is 
represented by additions and betterments 
that should be capitalized. The company 
is owned by Messrs. Forbes and Miller of 
Stanton, who have absorbed personally the 
entire new issue. 

This will make the 
stock $44,000. It has assets 


company’s capital 


of $64,000, 


part of its depreciation reserve being in- 
vested in plant. 


The additions and better- 
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ments consist largely of new construction 
in the rural districts. 

The company maintained for a number 
of years the practice of requiring rural 
subscribers to build and maintain their own 
stub lines. The commission ruled that it 
was advisable that the company own all of 
its property used in giving service, and 
these stub lines have either been purchased 
or rebuilt. 


International T. & T. Corp. Shows 
Increased Earnings. 

The consolidated net income of the In- 
ternational Telephone & Telegraph Corp. 
and its associated companies for the nine 
months ended September 30, 1928, was 
$10,408,703.16, as compared with $9,746,- 
730.38 for the first nine months of 1927. 
The earned surplus, September 30, 1928, 
was $19,236,803.87. 

The net income for the first nine months 
of 1928 was equivalent to $7.39 per share 
on 1,409,323 shares of capital stock out- 
standing at September 39, 1928, which in- 
cludes 251,587 shares issued since Sep- 
tember 30, 1927, the end of the first nine 
months of the previous year. 

At a meeting on December 13 the di- 
rectors declared the regular quarterly divi- 
dend of 1% per cent payable January 15, 
1929, to stockholders of record December 
21, 1928. 


New Exchange in New York Due 
to Wall Street’s Activity. 

Under a schedule which calls for com- 
pletion in the fastest time on record, work 
has been started on the manufacture of an 
additional central telephone office to be 
located in the Broad Street telephone build- 
ing, New York City. In that building are 
already located the Hanover, Bowling 
Green and Whitehall offices, which handle 
a considerable part of Wall Street’s tele- 
phone service. 

J. S. MecCulloh, president of the New 
York Telephone Co., announced on 
December 8, that the board of directors 
has appropriated $2,300,000 for this new 
office and for additions to the Hanover 
office. The project, including switchboards, 
cables, terminals, and other equipment, will 
amount to approximately $3,000,000. 

The new office is scheduled for comple- 
tion early in September, 1929, fully a year 
ahead of the time originally planned. Also 
at that time, to serve the increasing require- 
ments downtown, another dial office will be 
placed in service in the West Street build- 
ing, where the new Barclay dial office was 
opened in November. Two others in the 
same location are planned for completion 
early in 1930. 

“In providing telephone service,” Mr. 
McCulloh stated, “the company has to pre- 
pare not merely for what may be regarded 
as ordinary requirements but for those 
periods when financial and commercial ac- 
tivities are at abnormal peaks, as in recent 
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months. Those are the times when tele- 
phone traffic tests the capacity of both plant 
and personnel. Moreover, these high 
periods may last for many months. There 
is no way of meeting the city’s growing 
needs except by adding more and more 
equipment.” 

The Hanover office, Mr. McCulloh 
pointed out, was opened only 414 years ago 
as the first dial office to be installed in the 
downtown section of New York. Realizing 
the great importance of service in the 
financial district, it was liberally planned 
for conditions then existing, but experi- 
ence has shown that not sufficient equip- 
ment was provided at first and several ad- 
ditions have since been made ‘to it. The 
records indicate that it handles more calls 
than any other central office in the world. 

To bring this office into existence in half 
the usual time requires several hundred 
men in engineering, drafting, and manufac- 
turing the equipment, and in addition 200 
men will be engaged in the work of in- 
stallation, with such night work as may be 
necessary to complete the job according to 
schedule. 

Present estimates indicate that the num- 
ber of new lines required during 1928 and 
1929, to serve subscribers in the financial 
district will be 214 times as many as were 
anticipated in estimates made in the fall 
of 1927. In the whole downtown section 
south of Canal street, the present prospect 
is for more than twice as many telephone 
lines as were indicated by careful estimates. 
Moreover, the average use of subscribers’ 
telephones has steadily increased during 
the past year throughout that section. 


Provision for Telephone Growth 
in New York City. 

J. S. McCulloh, president of the New 
York Telephone Co., announced on 
October 26 that the company’s directors, at 
their meeting held October 24, authorized 
the: additional expenditure of $2,512,800 for 
new construction in various parts of the 
territory served by the company. This 
brings the total appropriations made since 
the first of the year to $62,830,456, of which 
$53,803,994 was set aside for enlargement 
of telephone plant in New York City. 





Spanish-Speaking Countries of 
Americas to Be Linked with Spain. 
In connection with the opening of tele- 
phone communication between Havana, 
Cuba, and Madrid, Spain, on November 
14, the International Telephone & Tele- 
graph Corp., Broad Street, announced 
that the event may be taken as the fore- 
runner of further and greater expansion 
in international telephony and the eventual 
linking of other countries in South Amer- 
ica by telephone, not only with the United 
States but with the countries of Europe. 
The new circuit is the first to link one 
of the Spanish-speaking countries of the 
Americas with the mother country. 
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THE SUPER FREQUENCY CHANGER 


For All Telephone Ringing Purposes in Any 
Capacity from a P. B. X. to the Largest Central Office 
Directly Converts 60 Cycle Lighting Current to 
20 Cycle Ringing Current 


DOES NOT INTERFERE WITH RADIO 


RECEPTION 
Simple Will Not Puncture Cable Insulation 
Low First Cost Will Not Break Down Key Insulation 
Self-Starting Keeps Ringing Leads Out of Cables 
Self-Contained Eliminates C. O. Distributing Equip- 
Ideal Wave Form ment for P. B. X. Ringing 
Negligible Upkeep Short-Circuiting Is Harmless 
No Parts to Renew Will Not “Noise” Cables 


FIRST COST IS PRACTICALLY THE ONLY COST 
INSTALL IT — THEN FORGET IT 
IT PAYS FOR ITSELF 


Price $40.00 Complete 


Sise: 12”x9"x5” F. 0. B. ELYRIA 
Sold by the Leading Supply Houses 


Manufactured by 


ONE REED! THE COLSON COMPANY 
ONE CONTACT! Elyria, Ohio 





Established 1885 














They laugh at rough work! 











VICTOR 
TELEPHONE 
Ccen..85 


on" Grip 


Lineman Pliers 


OU can’t stop to “coddle” 

and “baby” your tools when 
you’re right in the thick of a 
tough job that calls for all your 
strength and skill. That’s when 
you want pliers with real stuff 
in them. 


Slip a pair of Vacuum Grip 
Lineman Pliers in your belt and 
you'll never worry about your 
pliers breaking down. Rough 
treatment has no effect on them 
—because they’re built to new 
standards of durability! 


Uniform quality 
assures to you a 
lower average in 













YOUR 





Made of special Molybdenum alloy NAME ] 
tool steel; hammer forged; hardened ETCHED rep acement cost. 
and tempered thru and thru—NOT 
SURFACE-HARDENED (Case Hard- FREE 
ened). Powerful gripping jaws— 
= that stay in alignment—smooth- ON 
riding joints. HANDLE 


PURCHASING AGENTS: Order 
samples for running tests. Write for 
Catalog Y-13, showing over 35 pat- 
terns and sizes. 


FORGED STEEL PRODUCTS CO. 


Newport, Penna. 





No. 56—6 ”, $2.25 
No. S7—7 ”, 2.75 
No. 58—8}”, 3.50 


We Pay Parcel Post 


ihe Carbon Products @ 


LANCASTER, HIO 
11 South La Salle Street, Chicago 
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What the Commissions Are Doing 


Up-to-the-Minute News Regarding the Activities of State and Interstate Com- 
missions, Courts and City Councils in Matters Concerning Telephone Com- 
panies—Summary of Commission Orders and Schedule of Telephone Hearings 


California Commission Establishes 
Valuation in Bell Case. 

Final valuation of $63,366,515 on prop- 
erties of the Pacific Telephone & Tele- 
graph Co. in San Francisco and the East 
Bay territory has been established by the 
engineers of the California Railroad Com- 
mission. On the basis of the commission’s 
recently announced policy of 7 per cent 
as a fair return rate in California, the re- 
port indicates $4,435,656 as a fair return 
on these properties. 

In the opinion of Special Engineer Les- 
ter Ready of the commission, the com- 
pany’s net income on present rates for 
the territory should be $2,842,718 after 
taxes and depreciation. He commended 
the company for its practice in diverting 
a larger percentage of tolls to local ex- 
changes, a change in depreciation meth- 
ods and savings in traffic and maintenance 
departments. Mr. Ready arrived at his 
earnings estimate on the basis of these 
changes. 

Last year the company showed a defi- 
cit of $1,278,000 after these charges and 
this year the company expects a larger 


deficit. Mr. Ready’s opinion further 
stated that the company skould be al- 
lowed to consolidate its East Bay ex- 


change areas and be given rate increases 
to provide about $1,770,000 additional net 
income for this district. He estimated 
gross revenues this year at $18,800,000. 


Companies Ask Consolidation and 
Elimination of Competition. 
Consolidation of telephone service at 
Columbia City, Ind., and surrounding 
points is proposed in petitions filed De- 
cember 14 with the Indiana Public Service 
Commission by the Farmers’ Mutual 
Telephone Co., of Columbia City, and the 
Whitley Telephone Co. The 
larmers company with about 1,600 pa- 
and the Whitley company with 
more than 2,000 patrons, have asked the 


County 
trons, 


commission to approve a new schedule of 
increased rates for both to eliminate pres- 
ent duplication of service and to authorize 
consolidation under the name of the Whit- 
ley County Telephone Co. 

The new rates, it was explained, have 
been approved by the Whitley County 
Farm Bureau, the Columbia City Chamber 
of Commerce and by business men and 
city officials. The new schedule provides 
for a charge of $4 a month for single line 
business service, $2 a month for single 
line residence service and $1.50 a month 
for rural party Al- 
though increases over the 


residence service. 


representing 


present rates, the new rates, the petition- 
ers assert, are lower than those in sur- 
rounding territory. 

Permission is sought in the petition to 
continue the present free service between 
exchanges. It is also proposed in the peti- 
tion to combine the exchanges in three 
towns where each of the competing com- 
panies had exchanges as part of the consol- 
idation. In Columbia City it was said, 115 
patrons now pay for duplicate service 
which would be eliminated. 


Indiana Commission Takes Final 
Action in Valparaiso Case. 
Whether the desire of the city council, 
Chamber of Commerce and citizens of 
Valparaiso, Ind., to save their local ex- 
change from a merger, which they con- 
tend is entirely unbeneficial, will be acted 
on with favor, now is up to the Indiana 
Supreme Court. Final action was taken 
in the matter by the Indiana Public Serv- 
ice Commission on December 13 in an or- 
der handed down by Commissioner How- 

ell Ellis. 

The entire history of the case is recited 
and then two decisions are set forth. One 
disapproves the merger, which was the 
original order of the commission denying 
the Northwestern Indiana Telephone Co. 
permission to sell and the Winona Tele- 
phone Co. and the Crown Point Telephone 
Co. to buy the Northwestern properties. 

The other decision is the one ordered 
made when the commission was reversed 
by Judge E. Miles Norton in Lake Cir- 
cuit Court. It approves the purchase and 
sale. 

The case now is before the state su- 
preme court, the order points out. Should 
the lower court decision be reversed, the 
original commission order denying pur- 
chase and sale stands. Should the lower 
court be sustained, the order to permit the 
merger holds. 

The deal was consummated by the IIli- 
nois Bell company and the Goodrich in- 
terests of Indiana. 


Rates for Indiana Company Based 
on $400,000 Valuation. 

The Indiana Public Service Commission 
recently authorized the Citizens Telephone 
Co. of Clay county to place in effect a 
new schedule of rates for service at Bra- 
zil, Center Point and Clay City. 

Under the new schedule of rates indi- 
vidual business lines will pay $5.25 per 
month, two-party business lines $4.25 and 
extension telephones $1.25 per month. For 
resident service the new rates provide 
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$2.75 per month for the individual lines, 
$2.25 for two-party lines and $1.75 for 
five-party lines with 75 cents per month 
for extension telephones. 

On rural service the new rate is $3 per 
month for business telephones and $1.75 
for residence telephones within two miles 
of the plant area. A charge of 25 cents 
is made for each additional two miles 
from the plant zone, thus patrons within 
four miles of the plant zone will pay $2 
per month, within six miles $2.25 pet 
month and within eight miles $2.50 

In fixing the new schedule, the public 
service commission placed a valuation of 
$400,000 on the physical property of the 
Citizens Telephone Co. This is a material 
reduction from the valuation of the prop- 
erty as reported by the engineers of the 
Citizens company, which was placed at 
$481,000. 

This makes no allowance for going value 
or working capital which, added to the 
company’s appraisement, brings the total 
valuation to $539,000 and the figure as 
fixed by the commission represents a re- 
duction of $139,000 from the valuation 
basis asked by the telephone company. 

The earnings of the company under the 
new schedule of rates fixed by the com- 
mission will give the company about 5% 
per cent on its investment, Manager John 
G. H. Klinger, of the Citizens Telephone 
Co., stated. 


Increase Granted Nebraska Com- 
pany to Return 7 Per cent. 

Authority has been granted by the Ne- 
braska State Railway Commission to the 
Madison Telephone Co., recently made a 
part of the system operated by the Con- 
tinental Telephone Co., to increase its 
rates. One party business is increased 
from $2.25 to $3.50, and extensions from 
45 cents to $1.00; one party residence, from 
$1.35 to $1.75 and extensions from 
45 cents to 50 cents; farm, metallic, busi- 
ness, from $1.35 to $2.25; farm, metallic, 
residence, $1.35 to $1.75; farm, 
grounded, $1.35 to $1.50, with 
cradle-type receivers reduced from 50 to 25 
cents a month. These apply only to the 
exchange at Madison. 

The company was organized with $6,000 
capital stock in 1904, purchasing the small 
local plant from the Bell company. In 
1921 it increased its capital stock to $30,- 
750, a figure fixed by the commission, and 
the books set up on the basis of this find- 
"ing. 

Since then the company has been pur- 
It bought the 


from 
from 


suing a policy of expansion. 
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ASSOCIATED TELEPHONE 
and TELEGRAPH COMPANY 


KANSAS CITY CHICAGO NEW YORK 
AUTHORIZED CAPITAL 


$18,000,000 


PAID-UP CAPITAL 


OVER $8,000,000 


HE ASSOCIATED TELEPHONE AND TELE- 

GRAPH COMPANY, which is owned by British 
and American Interests, undertakes outside of United 
States of America: 

1. Engineering, Construction, Management 
and Operation of complete Telephone 
Installations. 

2. The Examination, Negotiation and Acquisi- 
tion of Telephone Concessions. 

3. Financing Telephone Operating Proper- 
ties, or Extensions to Existing Plant. 

THE ASSOCIATED TELEPHONE AND TELE- 
GRAPH COMPANY and its Allied Companies own 
and manage directly or indirectly upwards of 300,000 
Telephones, and are connected with important British 
and other Manufacturing and Financial Interests 
throughout the World. 

Bankers in London 

Westminster Bank Limited 
Bankers in U. S. A. 


Commerce Trust Company, Kansas City, U. A. 
Harris Trust and Savings Bank, Chicago, U. $. A. 
London Consulting Engineers: W. W. Cook & Partners 
Winchester House, Old Broad Street, London, E.C. 2 
Lendon Financial Agents: Theodore Gary and Company, London 
Stafford House, Norfolk Street, Strand, London, W.C. 2 








Lonc-BeLL 


CREOSOTED Yellow Pine Poles 


Long-Bell Poles meet every require- 





ment of the present-day telephone line / EY 
in an economical, dependable way. / 

Their use assures a saving in money 7 
and labor. Pressure-treated with grade 

No. 1 Creosote. They resist decay 

and fire. As evidence of our confi- 

dence and to identify the quality of 

Long-Bell Poles, each pole is branded 

“Long-Bell” with date and place of 

creosoting, five feet above the ground 

line. 

Prompt shipment assured. White for 


information. 


THE IL.enc-Be_L LUMBER Conarany 
R. A. Long Bids. 
Kansas City, Mo. 
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A Precise and Dependable 
Wire Chief Instrument 


HE vast telephone systems, widespread 

across the country, are practically 
Weston equipped. The great investment 
in the telephone field demands the most de- 
pendable equipment at reasonable cost and 
with commensurate long life and low 
maintenance. It is because of such consid- 
erations that “Westons” have enjoyed the 
preference of telephone engineers since the 
earliest days of the art of telephony. 


For the smaller central offices, Weston of- 
fers the Model 24 Wire Chief Voltmeter— 
a medium-priced instrument, and one of 
the most popular in maintaining telephone 
service. This instrument is extremely val- 
uable to the Wire Chief in making daily 
subscriber line tests, such as determining 
line capacities, continuity and general con- 
dition of lines, grounds, short circuits, re- 
sistance, measurements, etc. 






This voltmeter is usually made in flush 
type, in either single or double ranges up 
to 40 volts, with a total resistance for the 
high range of 100,000 ohms. The diameter 
of the case is 734”. Accuracy, one per cent 
of full scale value. Write for Bulletin 
No. 20. 
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farm lines of the Madison County Tele- 
phone Co., built a home office building, re- 
constructed its outside plant, and took over 
the exchanges at Tilden, Neligh, Orchard, 
Royal and Brunswick. These exchanges 
were not involved in the application, only 
in connection with the allocation of gen- 
eral expenses incurred at the home office. 

The book cost of the property devoted 
to public use, is found to be $88,341, in ad- 
dition ‘to working capital of $4,881, which 
the company asserts is less than the fair 
value of the property. The physical plant 
appraisal presented shows a reproduction 
cost new of $139,337 and of reproduction 
new, less depreciation, of $103,379. The 
physical condition was determined by in- 
spection, and does not include any measure 
of accrued depreciation not disclosed by its 
appearance. 

The appraisal of the commission engi- 
showed 
$120,283 and reproduction new, less de- 
preciation, of $91,825. The 
represented by price levels. The company 
found the property in 74 per cent condition 
and the state engineer 73 per cent. 


neer reproduction new cost of 


difference is 


Operating revenues for the year 1927, 
were $21,093, and under the new schedule 
are estimated at $25,302, with 1927 ex- 
penses totaling $17,827, and estimated for 
the next year at $19,528, leaving for net, 
before interest, $3,266 and $5,774 respec- 
tively. The company has been setting up 9 
per cent for maintenance and depreciation. 
The commission says this is not enough, 
as the reserve has dropped to $23,000, when 
it should be $30,000. The commission says 
that its investigations, covering a wide 
field, show that from 10 to 12 per cent is 
necessary for this purpose, depending on 
the character and location of the property. 

The company pays the Continental com- 
pany, owner of the common stock, $1,400 
a year for general supervision, including 
engineering, financing and other services 
of value. It has been borrowing money at 
7 per cent from the parent company, but 
this has been used to purchase other ex- 
The commission finds that the 
holding company does provide a service 


changes. 


that has been rendered by former officials 
of the company, which cost as much or 
more, than this amount. Engineering serv- 
ices have also been supplied in the re- 
construction work. 

The new rates became effective Decem- 
ber 1. They will return 7 per cent on the 
value of the property. The company is 
ordered to set up 10 per cent a year for 
depreciation in the future. 


Mountain States T. & T. Buys 
New Mexico Property. 

The Interstate Commerce Commission 
recently approved the acquisition by the 
Mountain States Telephone & Telegraph 
Co. of the telephone properties of W. W. 
Gilstrap and Beulah L. Gilstrap, doing 
business as the Roy Telephone Co. at Roy, 
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N. M., which serves 62 subscriber stations 
and seven toll stations. 

On August 23, 1928, the Bell company 
contracted to purchase the telephone prop- 
erties of the Roy company for $12,000. 
An appraisal made by the inventory and 
costs engineer of the Bell company found 
the reproduction cost new of the properties 
to be $13,876.66, and less depreciation, 
$10,637.59, 

The estimated value of property to be 
retired from service is $2,709.61, and the 
cost of removing the retired property is 
expected to exceed its salvage value by 
$722.85. In 1927, operating revenues and 
operating expenses of the Roy Telephone 
Co. were $3,421.30 and $2,939.09, respec- 


tively. 


Complaint on Directory Listing for 
Subtenants Dismissed. 
The complaint of the Gelsam Realty 


Co., Inc., against the refusal of the New 
York Telephone Co. to list names of sub- 
tenants in the telephone directory was re- 
cently dismissed by the New York Pub- 
lic Service Commission. 

The complainant claimed that it was im- 
possible to rent small offices to small busi- 
ness men at a profit unless telephone serv- 
ice with individual telephone listings could 
be secured and contended that the restric- 
tion of the installation of private branch 
exchange systems for the purpose of fur- 
nishing general exchange service to other 
than the subscriber and his immediate rep- 
resentative, (except for hotels and apart- 
ment houses in connection with which sta- 
tions may be located in stores, shops or 
other business places in the same _ build- 
ing for house service only and not for 
general exchange service use) is improper 
and discriminatory. 

The situations which would exist, the 
commission stated, if applications of this 
nature were granted, the commission said, 
are: 

It would establish a third party between 
the telephone company and the users of 
its service. 

The middleman would use only such 
equipment as he considered necessary. 

All the company’s dealings with the real 
users of its service would have to be 
through the medium of this third party 
over which the company would have no 
control, since presumably the middleman 
would not be considered a utility. 

Many difficulties would be thrown in the 
way of providing efficient service, not only 
from the standpoint of the telephone utility 
but also in the way of regulation, and 
service complaints would undoubtedly mul- 
tiply with very little chance of reasonable 
or timely correction and adjustment. 

Further, if the practice were acknowl- 
edged and followed, there seems to be no 
limit to such utility service, because it 
could not be resticted to one building or a 


group of buildings or even an entire city 
block. 


Vol. 95. No. 25 


The commission ordered, for the rea- 
sons set forth at the hearing, that the com- 
plaint of the Gelsam Realty Co., Inc., 
against the New York Telephone Co., be 
dismissed, 


New York Property Transferred to 
Bell Ownership. 

The Sullivan Telephone Co., which is 
controlled through stock ownership by the 
New York Telephone Co., was recently au- 
thorized by the Interstate Commerce Com- 
mission to take over the properties of the 
Livingston Manor Telephone Co., serving 
316 subscriber stations in parts of Sulli- 
van, Delaware and Ulster counties, N. Y. 

The territory served by the Livingston 
company, the commission found, is a sum- 
mer resort region containing many sum- 
mer hotels and boarding houses catering to 
vacationists. Because of the character of 
the development the demand for telephone 
service is heavy during the summer season 
and very light through the rest of the year. 
This requires additional plant ordinarily 
not necessary in an exchange of that size. 

Extensive additions and alterations are 
necessary in the outside plant and central 
office equipment to enable the Livingston 
company to meet the demand for service. 

That company is unwilling to make the 
additional investment for much-needed im- 
provements, the commission found. The 
Sullivan company, upon acquiring the prop- 
erties, will, in conjunction with the New 
York Telephone Co., reconstruct the ex- 
change and install all necessary equipment 
and additions to plant. 

On September 24, 1928, the Sullivan 
company contracted to purchase the prop- 
erties of the Livingston company, for $17,- 
500, plus the value, at the time of such 
sale, of the net additions, if any, in fixed 
capital assets made by the Livingston com- 
pany subsequent to August 2, 1928, and 
up to the closing of title. 

An appraisal made by the plant manager 
of the Sullivan company found the repro- 
duction cost new of the properties to be 
$31,900, and less depreciation, $14,900. The 
estimated value of property to be retired 
is $3,100, from which the net salvage is 
expected to be $100. In 1927, operating 
revenues of the Livingston company were 
$11,435.14, and operating expenses and 
taxes totaled $11,311.65. 


North Dakota Commission Settles 
Complaint Informally. 

Farmers living near Stanton, N. D., 
are to have better telephone service in 
the future. A case, filed with the North 
Dakota Railroad Commission by subscrib- 
ers of the Farmers Mutual Telephone Co. 
of Krem, -in an effort to obtain better 
service, has been dismissed because the 
company is constructing another line to 
improve the service. 

The complainants averred that there are 
only three lines operated by the company 
and that more were needed to properly 
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December 22, 1928. 


After a consultation 
by commission members with both parties 
the company agreed to build another line 
without formal action. The work of build- 


handle the business. 


ing the line now is going forward. Ex- 
change facilities for all the lines are lo- 
cated at Stanton. 


Duplication of Service Eliminated 
by Property Transfer. 


Certain Red Bank 
Telephone Co. were recently authorized by 
the Interstate Commerce Commission to 
be transferred to ownership of the Bell 
Telephone Co. of Pa. and some Bell com- 
pany properties authorized to be acquired 
by the Red Bank company. 

For 25 years or more three telephone 
companies, the Red Bank company, the 
Bell company and the Summerville Tele- 
phone Co., operated in the borough of 
Brookville, Pa., and the surrounding terri- 


properties of the 


tory. The commission issued a certificate 
authorizing the acquisition by the Bell com- 
pany of the properties of the Summerville 
company. Arrangements for unifying the 
service are nearing completion, but after 
they are consummated the Bell company 
will still be in competition with the Red 
Bank company, the commission found. 

The Red Bank company operates a tele- 
phone system in Elk, Clarion and Jeffer- 
son counties, Pennsylvania, within which 
territory the two companies are in active 
competition. Within the municipality of 
Brookville the.Red Bank company has 143 
telephones and the Bell company approxi- 
mately 1,300. Outside of Brookville the 
Red Bank company has about 1,600 tele- 
phones and the 

The new, 
less depreciation, of the properties to be 
transferred by the Bell company and the 
Red Bank $28,913.15 and 
$933.70, respectively. About 98 per cent 
of the properties which the Bell company 
is to transfer was acquired by it from the 
Summerville company and was included in 
the $64,000 of property 
retire. 


3ell company 208. 


estimated reproduction cost 


company is 


which it was to 

The situation in the borough of Brook- 
ville is service 
standpoint, the commission found. Within 
the borough a Red Bank subscriber who 
desires to 


unsatisfactory from a 


with a former 


Summerville 


communicate 
subscriber of the company 
just across the street must pay a charge 
of 10 cents for’ the connection. The 1,600 
Red Bank subscribers in the community 
surrounding Brookville can only get con- 


nection with about 120 telephones in that 


municipality without paying the additional 


charge of 10 cents. 
When the proposed transactions are con- 
summated these subscribers will have ac- 
cess to about 1,500 telephones within the 
municipality, and vice versa, without the 
payment of the charge. 
Subscribers of the Red 


Bank company 
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Manhole Forms 


Save Time and Expense--Eliminate Waste 


A Practical Economic Method of 


Building Manholes of Concrete 





ENOTE sectional steel forms are 

easily installed in the excavation 
and removed from the finished man- 
hole, walls and roof being poured 
integral. Their life is almost in- 
definite, thus effecting a big saving 
in time and material. 


Penote manhole forms have been 
constantly in use for over nine 
years and some of the first pur- 
chased are still in service, showing 
little or no wear. 


For telephone conduit work we 
nave developed the “Universal” 
form with which it is possible, with 
the same set of forms to pour man- 
holes of the following types, to 
A. T. & T. Co. specifications:- 


THE CLEVELAND 


have no direct connection with the Bell ' 20100 St. Clair Ave. 


Do you always mention TELEPHONY? 


Thank you. 


Type “A’—size 3’ 6” wide, 8’ long, 


5’ 6” headroom. 


Type “B”—size 3’ 6” wide, 6° long, 
5’ headroom. 


Type “J-3"—size 3’ 6” wide, 8’ 6” 
long, 5’ 6” headroom. 
Type “J-4"°—size 4’ wide, 8’ - 8 6 


or 9’ long and 5’ 6” headroom. 


” 


Penote forms are also furnished in 


various other sizes and shapes to 
your requirements. 
Many Public Utility Companies 


have found that their conduit work 
has been speeded up at new low 
costs by the use of Penote forms. 
It will pay you to investigate 
write today for full information 
and prices. 


TRENCHER COMPANY 


* ¢ ° 


Cleveland, Ohio 
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toll lines, but can get access to them 
through indirect connections. The plan 
under consideration would give them a di- 
rect connection. The proposed acquisi- 
tions will eliminate existing duplication 
at Brookville and Summerville and will re- 
sult in a much improved service to the 
telephone-using public in that territory, 
the commission stated. 


Customers May Use Storekeepers’ 
Telephone; No General Use. 

A private telephone in a store may be 
used by customers or guests of the store- 
keeper regardless of any rule of the tele- 
phone company to the contrary, the Penn- 
sylvania Public Service Commission de- 
cided recently. 

The opinion was returned in upholding 
the complaint of Edward Ott against the 
Johnstown Telephone Co., in appealing 
from a rule of the company that any sub- 
scriber who permits his telephone to be 
used by a nonsubscriber shall have his 
telephone removed. Mr. Ott declared he 
did not permit general use of his tele- 
phone but confined it to customers, sales- 
men, etc., as a convenience. 

This view was declared by the commis- 
sion as a non-violation of the rule, and 
the Johnstown company was_ ordered 
to continue service to Mr. Ott as long as 
he maintained that practice. 


Summary of Commission Rulings 
and Schedule of Hearings. 
INTERSTATE COMMERCE COMMISSION 
December 3: Acqusition approved by 
the Bell Telephone Co. of Pennsylvania 
of certain properties of the Red Bank 
Telephone Co. and acquisition by the lat- 
ter company of certain properties of the 
Bell company found to be of advantage 
to the persons to whom service is to be 

rendered and in the public interest. 

December 14: Acquisition authorized 
by the Pacific Telephone & Telegraph Co. 
of control of the Consolidated Utilities 
Co., of Compton, Calif. by purchase of 
capital stock. 

December 14: Pacific Telephone & 
Telegraph Co. authorized to acquire con- 
trol of the Corona Home Telephone & 
Telegraph Co., Corona, Calif, 

IDAHO 

December 1: Hearing held in the mat- 
ter of the application of the Mountain 
States Telephone & Telegraph Co. for 
permission to place new rural rates in ef- 
fect for distances beyond six miles from 
the central office. 

ILLINOIS 

November 21: Order approved author- 
izing the Kinloch-Bloomington Telephone 
Co. to issue and sell $326,400 aggregate 
par amount of its 7 per cent cumulative 
preferred capital stock, consisting of 3,264 
shares of the par value of $100 per share, 
upon conditions set forth in order. 

November 21: Order approved dismiss- 
ing complaint of the Sullivan Home Tele- 
phone Co. against the Farmers & Mer- 
chants Telephone Co. of Moultrie county, 
for refusal of the latter company to make 
settlement for toll business. 

November 21: No action taken on Win- 
nebago County Telephone Co.'s rate sched- 
ule Ill. C. C. 2, original sheet 3, provid- 
ing for rules and regulations for the ex- 
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changes of Rockton, Winnebago and Du- 
rand, effective January 1, 1929. 


November 28: Order approved author- 
izing the Standard Telephone Co. of Illi- 
nois to purchase, free from all liens and 
encumbrances, the properties of the fol- 
lowing named companies for considerations 
specified; the Lawn Ridge Telephone Co. 
for $23,800, and White Heath Telephone 
Co., $1,200; and granting to the purchas- 
ing company a certificate of convenience 
and necessity to construct, maintain and 
operate a telephone system and render 
service in the territory now served by tele- 
phone systems authorized to be purchased. 


November 28: Order approved dismiss- 
ing the matter of proposed rules and regu- 
lations governing telephone service in 
Cuba, Fulton county, stated in schedule 
Ill. C. C. 2, original sheets 2 and 3 of the 
Cuba Central Telephone Co., and direct- 
ing the company to forthwith cancel the 
proposed schedule. 

November 28: Order approved author- 
izing Illinois Bell Telephone Co. to issue, 
and sell so as to net the company not less 
than the par value thereof, $40,000,000 ag- 
gregate par amount of its capital stock. 

December 4: Order approved dismiss- 
ing complaint of the Carroll County In- 
dependent Telephone Co. against the Lan- 
ark Mutual Telephone Co. relative to in- 
vasion of territory. 

December 4: Order approved cancell- 
ing suspension and resuspension orders af- 
fecting rate schedule Ill. C. C. 3 of the 
Boynton Telephone Co. and authorizing 
the company to place in effect, the sched- 
ule of rates designated as Ill. C. C. 3 
covering telephone service in Pleasant 
Plains and New Berlin, Sangamon county, 
and vicinities, effective December 1, 1928. 

December 4: Order approved cancel- 
ling suspension and resuspension orders 
affecting rate schedule Ill. C. C. 4 of the 
Farmers Fountain Telephone Co. and au- 
thorizing the company to place in effect 
the schedule of rates designated as III. 
C. C. 4, covering telephone service in the 
cities and villages of Columbia, Waterloo, 
New Hanover and Valmeyer, Monroe 
county and vicinities, effective December 
1, 1928. 

December 4: Order approved authoriz- 
ing the National Trail Telephone Co. to 
purchase and the Beecher City Telephone 
Co., Effingham County Telephone Co. and 
Fayette Home Telephone Co. to sell their 
respective exchanges to the National Trail 
Telephone Co. for the following considera- 
tions: Beecher City Telephone Co., 
$8,750 in cash and $3,750 par amount of 
preferred stock of purchasing company; 
Effingham County Telephone Co., $15,000 
in cash and 204 shares of common stock 
without par value and $10,000 par amount 
of preferred stock of purchasing company ; 
Fayette Home Telephone Co., $15,000 in 
cash and 93 shares of common stock with- 
out par value and $7,500 par amount of 
preferred stock of purchasing company ; 
granting to the National Trail Telephone 
Co. a certificate of convenience and neces- 
sity for the transaction of a public utility 
telephone business in the territories now 
served by the selling companies; also au- 
thorizing the execution and delivery of its 
first mortgage or trust deed, dated as of 
November 1,.1928, to Edgar Hoffmeister 
of Altamont, as trustee, and to issue and 
sell 300 shares of its common capital 
stock, without par value; $25,000 aggregate 
par amount of its 6 per cent cumulative 
preferred capital stock, consisting of 250 
shares of the par value of $100 per share, 
and $50,000 aggregate principal amount of 
its first mortgage gold bonds, “Series A,” 
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dated November 1, 1923, maturing No- 
vember 1, 1948, bearing interest at the rate 
of 6 per cent per annum. 

December 5: Order approved author- 
izing the Morrison Telephone Co. to pur- 
chase and the Tri-City Telephone Co. to 
sell, all the telephone property of the lat- 
ter located in the city of Fulton, White- 
side county, and vicinity for the consid- 
eration of $65,000; granting to the pur- 
chasing company a certificate of conve- 
nience and neeessity for the transaction of 
a telephone public uitility business in the 
territory now served by the Tri-City com- 
pany. 

December 5: Case involving general in- 
crease in telephone rates filed by the Gen- 
eseo Cooperative Telephone Co. dismissed. 

December 5: Order approved authoriz- 
ing the Geneseo Cooperative Telephone 
Co. to execute and deliver its first mort- 
gage or deed of trust, dated May 1, 1928, 
to J. A. Bradley of Geneseo, as trustee; 
and to issue and sell $35,000 aggregate 
principal amount of its first mortgage gold 
bonds, dated May 1, 1928, maturing May 
1, 1943, bearing interest at the rate of 
514 per cent per annum. 

INDIANA 

December 3: New schedule of rates 
approved for the Citizens Telephone Co. 
of Clay county, effective at Brazil, Center 
Point and Clay City, effective as of De- 
cember 1. 

December 14: Petition filed by Mary 
E. Crosby, asking for authority to sell 
the New Point telephone exchange to the 
Decatur County Independent Telephone 
Co. of Greensburg, for $1,500. The com- 
pany also filed a petition for permission 
to buy the exchange. 

December 14: The Decatur County In- 
dependent Telephone Co. filed a petition 
asking authority to abandon its exchange 
at Letts and consolidate the service there 
with the Greensburg and Westport ex- 
changes. 

December 14: Petitions filed by Farm- 
ers Mutual Telephone Co. of Columbia 
City and Whitley County Telephone Co., 
of Columbia City, for authority to merge 
under name of Whitley County Telephone 
Co. 

KANSAS 

December 1: Petition filed by Gorhan 
Telephone Co. asking for an increase in 
rates for business service from $1.50 to 
$2.00. 

December 21: Hearing at Topeka on 
application of the Smith Telephone Co. 
for permission to sell its plants and prop- 
erty at Syracuse, Johnston and Manter, 
to William C. Zimmerman. 

December 21: Hearing at Topeka on 
application of William C. Zimmerman for 
a writ of convenience and authority to 
transact the business of a public utility at 
Syracuse, Johnston and Manter. 

December 27: Hearing at Topeka on 
application of the Farmers Mutual Tele- 
phone Co. for permission to sell its tele- 
phone plant and property at Reading to 
W. W. Finney. 

January 10: Hearing at Lone Elm on 
application of the Kansas Telephone Co. 
for permission to consolidate its telephone 
plant at Lone Elm with its plant at Kin- 
caid, and abandon the Lone Elm switch- 
board. 

January 11: Hearing at Topeka in the 
matter of the complaint of F. W. Cham- 
berlain, complainant, vs. the American 
Telephone Co. at Wakaruss. 

January 11: Hearing at Longton on 
application of the Longton Telephone Co. 
for a change in its rates for telephone 
service at Longton. 











ieee ae ee 














December 22, 1928. 


January 22: Hearing at Colby in the 
matter of the application of the United 
Telephone Co. for permission to abandon 
certain service at Colby. 

MINNESOTA 

January 3: Hearing at Holdingford in 
the matter of the application of the North- 
western Bell Telephone Co. for authority 
to change and increase its rates for serv- 
ice at Holdingford. 

January 3: Hearing at Avon in the 
matter of the application of the North- 
western Bell Telephone Co. for authority 
to change and increase its rates for service 
of its exchange at Avon. 

MISSOURI 

December 8: Clinton County Telephone 
Co., operating exchanges at Plattsburg, 
Agency, Converse, Easton, Gower, Trim- 
ble and Turney, granted permission to file 
general exchange tariff. The general ex- 
change tariff contains the rules to be en- 
forced at the exchanges and does not in- 
crease any specific telephone rates in any 
town. It adds to the rates now on file a 
general alarm rate and a rate for P. B. X. 
and also contains installation and move 
charges to apply at all exchanges which 
do not now have ‘such a charge. 

December 11: Application filed of the 
Patton Telephone Co. to sell and the 
Scotia Telephone Co. to buy property of 
the Patton Telephone Co. at Patton. 

December 12: Application approved of 
Southwestern Bell Telephone Co. to is- 
sue 200,000 shares of common stock, to be 
taken by the American Telephone & Tele- 
graph Co. at $100 a share. 

December 13: Charles Mahon author- 
ized to sell the Mahon Telephone Co., 
Linn, to the Ozark Telephone Co., and or- 
der entered July 10 authorizing sale of 
the Mahon exchange to the Midwest Tele- 
phone Co. cancelled. 

December 15: Middle States Utilities 
Co. authorized to file its schedule of rates 
and rules to be charged for service at its 
Kahoka exchange. 

December 14: Joint application of the 
owners of seven telephone exchanges in 
northeast Missouri to sell and the North 
Central Telephone Co. of Kansas City to 
buy, filed. The telephone properties in- 
volved are located at Green City, Green 
Castle, Harris, Newton, Lucerne, Pollock 
and Boynton. The owners of these prop- 
erties are D. C. Myers and M. F. Cheek. 
The purchasing company is to pay $80,000 
for the seven exchanges if the deal is au- 
thorized by the commission. 

New York 

November 27: Complaint of Gelsam 
Realty Co., Inc., v. the New York Tele- 
phone Co. to list names of sub-tenants in 
telephone directory dismissed. 

NortH Dakota 

December 4: New rates for the use of 
hand telephone sets, applicable at Minot, 
approved. The rates were filed by the 
Northern States Power Co. Schedules 
for other telephone service at Minot are 
not affected. 

OKLAHOMA 

December 17: Hearing on application 
ot the Oklahoma Telephone Co. to in- 
crease exchange rates at Hominy. 

December 17: Hearing on application 
of Oklahoma Telephone Co. to increase 
exchange rates at T'roken Arrow. 

December 17: Hearing in the matter 
t the Oklahoma Telephone Co. vs. the 
hase Telephone Co. alleging invasion of 
erritory. 

PENNSYLVANIA 
December 3: On complaint of Edward 


tt against Johnston Telephone Co. as to 
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Not merely moist- 
ure proof but act- 
ually water proof 
are these receiver 
and desk stand 
cords. Due to the 
rubber jacket which 
acts as both insu- 
lating and water 
proofing medium, 
these cords are 
recommended 
for outdoor 
equipment, 
portable 
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RUNZEL-LENZ 


| Electric Mfg. Company 
| 1751N. WESTERN AVE. 

| CHICAGO, ILL. 
Dependable since 1904 

















Desk Stand 
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telephones, mines 
and tunnel work 
where extreme 
moisture and damp- 
ness takes its toll 
of cords not fit to 
combat such con- 
ditions. 

Furnished only with 
black mercerized 
cotton braid. 
Various lengths 


available. 
Prices and com- 
plete details 
gladly given 
without 
obligation 

















the end of 
containing lead 
covered or signal wires. 
Plenty of room for the 
wires; furnishes good ven- 
tilation. Galvanized, and 
has brass screws. Can be 
applied after the wires 
are drawn in and con- 
nected up. Pipe does not 


use on 


have to be threaded. 
Made in sizes from %” 
te 6”. 


Also made in the B style 
for horizontal services. 
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You a Sample of the 


“BONITA” 


AERIAL 


CABLE RING? 











Bonita Rings of all 8 sizes can be supplied 
to fit any diameter of supporting strand or 


messenger. They are hot dip galvanized and 
centrifuged, insuring uniformity and smooth- 
ness of coating. 
Endorsed and used by practically every tele- 
phone and telegraph company in the country. 
A. Place right hand hook over the strand. 
B. Squeeze body of ring and force left hand 
hook under the strand. 
C. Snap left hook up and over the strand. 
D. And now—it’s on the line to stay. 


CAMERON APPLIANCE COMPANY 
48 Waters Avenue Everett, Mass. 


YOU MAY USE THIS COUPON! 


Gentlemen :— 

Kindly send us a few samples of Bonita 
aerial cable rings. 
Company 
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Do you always mention TELEPHONY? 





Thank you 
























American Cable 


and 


Conduit Co. 
< 


Union Trust Building 


Cleveland 




























Specialists in 
the installation 
of underground 
conduit systems. 












































































Worthy of One’s Hire— 


TELEPHONY 
INCLUDING 
AUTOMATIC 
SWITCHING 


SMITH 


_ 





If a man is to succeed in the busi- 
ness world today he must be “worthy 
of his hire.”’ 


So it is with books. They also must 
give the reader his money’s worth. 


In offering “‘Telephony, Including Au- 
tomatic Switching,” for sale, its pub- 
lishers have arranged an excellent col- 
lection of helpful information and data 
fully illustrated and up-to-date for 
the telephone man. 

TELEPHONY, including 
MATIC SWITCHING, is 
Arthur Bessey Smith, E. E. Automatic 
switching is certainly being rapidly 
adopted, and the construction of every 
switch, relay and contractor in the 
whole range of automatic devices is 
clearly presentable. 

Pocket size, bound in Leatherette, 
Gold Stamping, 500 pages, 268 illustra- 
tions and Wiring Diagrams. Price $2.50. 


TELEPHONY PUBLISHING CORP. 
608 So. Dearborn St., Chicago 


AUTO- 
written by 
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rule regarding non-subscriber use of tele- 
phone, commission ordered company to 
continue service to Mr. Ott-as long as he 
does not permit general use of his tele- 
phone. 
WASHINGTON 

December 2: Order issued reducing toll 
charges of Pacific Telephone & Telegraph 
Co. between Centralia and Chehalia and 
abolishing free service between other 


Vol. 95. 


No. 25 


points. The order is effective December 
The new rate between Centralia and 
Chehalia will be 5 cents for the first five 
minutes and 5 cents for each additional 
five minutes. The same rates will be made 
effective between Bremerton and Port Or- 
chard, South Bend and Raymond, and 
Sumner and Puyallup. These cities have 
heretofore enjoyed free service. 


Condensed Telephone News 


Companies Are Urgently Requested to Forward to Us Promptly 
News Concerning Construction, Rebuilding, Financing, Election 
of Officers, Sales and Purchases of Exchanges or Other Activities 


New Incorporations and New 
Telephone Companies. 


Mason City, Itt—A _ charter was 
granted the Salt Creek Mutual Telephone 
Co., 121 South Green street, Mason City, 
recently, to own, operate and lease a tele- 
phone line or lines. Incorporators are 
Fred Hill, J. R. Hill, Sardius Young and 
others. ‘ 

New Hotranp, Itt.—A charter was 
granted the Swings Grove Mutual Tele- 
phone Co. here recently. Incorporators 
are William J. Velde, Florin Zinimerman, 
Ralph R. Mangold and Fred King. - 

CorunnéA, Inpv.—Articles of incorpora- 
tion were filed recently with the secretary 
of state in Indianapolis by the DeKalb 
County Telephone Co. of this place. The 
corporation has an initial capital stock of 
1500 shares of no par value common 
stock. The incorporators are Zetta May, 
Marjorie May and John A.. May. 

ALBANY, N. Y.—The Schoharie Tele- 
phone Exchange of Schoharie has been 
incorporated with a capital of $5,000. E. 
W. Snell, of Schenectady, is correspon- 
dent. 

Mapison, Wis.—The Eureka Utilities 
Co. has been incorporated to own; operate 
and manage plants for the conveyance of 
telephone and telegraph messages and oth- 
er public services, with 2,000 shares no 
par value stock. The incorporators are 
C. J. Jackson, E. M. Madigan and S. M. 
Cramer. 

Franchises. 

ELIZABETHTOWN, Ky. The Peoples 
Telephone Co. has been granted a tele- 
phone franchise for this place. 


Elections, 

Poto, Int.—An offer recently made by 
outside interests to purchase Polo Tele- 
phone Co. at a figure twice the par value 
of the stock was refused by the stock- 
holders, who at a recent meeting, voted 
formally to retain the property, an action 
which met with the approval of the entire 
community. 

The management of the exchange is 
under the following officers: L. E. Bacon, 
president; George Dick, vice president; 
A. M. Johnson, secretary; Miss Catherine 
Keagy, cashier and treasurer: Mrs. Esther 
White, chief operator; Oscar Metzler, 
wire chief. 

There are about 500 telephones in the 
city and the same number of rural sub- 
scribers. 

OwATONNA, Minn.—John Polzin was 
elected president of the Merton Telephone 
Co. at its annual meeting. Other officers 
chosen were: Vice-president, Albert 
Schmoll; secretary-treasurer, H. H. Sette: 
directors, Harlan Yule, Emil Schlobom, 
William Staley, Edward Fisher, J. C. 
Springer and Julius Kriesel. 





GENEVA, OuIo.—A complete reorganiza- 
tion of the Geneva Telephone Co. places 
A. A. Earle at the company’s head. Oth- 
er officers elected at a directors’ meeting 
are A. M. Ford, vice-president ; 
Chamberlin, secretary; W. R. Ellis, treas- 
urer. Directors include George T. Watts, 
W. C. Rose and Roy Kearns, besides the 
officers. 

PLEASANT SHADE, TENN.—The annual 
meeting of the stockholders of the Pleas- 
ant Shade Home Telephone Co. was held 
here recently. Herman Gregory was re- 
elected president, G. W. McDonald, vice- 
president, and Thomas Gregory, Ben Beal, 
C. S. Oldham, P. R. Kittrel and Rome 
Beasley were chosen as directors. A prop- 
osition to make connection with the South- 
ern Bell Telephone & Telegraph Co. at 
Carthage had been considered for some 
time, but no action was taken at the meet- 
ing.' W. C. Smith was re-elected secretary 
and treasurer. 

Construction. 


CLewiston, Fra.—The _ Inter-County 
Telephone & Telegraph Co., Ft. Myers, 
of which J. S. Gillentine is vice-president 
and general manager, plans to build a tele- 
phone exchange here. ! 

Pomeroy, lIowa.— Pomeroy now 1s 
boasting a new cable system completed by 
the Central! Mutual Telephone Co. ; 

The plant is housed in a modern, fire- 
proof building. 

Pomeroy is the fifth town in Calhoun 
county which now is completely cabled, 
Lohriville, Manson, Rockwell City and 
Lake City being on the list. 

Boston, Mass.—At its regular monthly 
appropriation meeting, November 30, the 
executive committee of the New England 
Telephone & Telegraph Co. authorized the 
expenditure of $1,784,046 for new con- 
struction and improvements in plant neces- 
sary to meet the demands for service. In- 
cluding this authorization, the total com- 
mitment of the company for plant expen- 
ditures this year is $23,403,833. 

Of the amount authorized, $876,877 is 
the estimated total cost of hundreds of 
routine additions to plant in all parts of 
the company’s territory during December. 

HARRISONVILLE, Mo. — Improvements 
costing $62,000 are to be started on the 
Harrisonville plant of the Cass County 
Telephone Co. next spring, it is stated. 
Among the outstanding improvements will 
be erection of a one-story brick building. 

BARTLESVILLE, OKLA. — Announcement 
has been made by officials of the Empire 
companies of extension of the present pri- 
vate telephone system, comprising about 
3,000 miles of line in Kansas, Oklahoma 
and Texas, by constructing a line from 
near Independence, Kans., to Glavin sta- 
tion on the outskirts of Kansas City, Mo. 
It is expected that the work will require 
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OPPORTUNITIES! 


Minimum charge $1.50 for 18 words or less. 





“REBUILT” TELEPHONE 
APPARATUS 
and exchange equipment saves you W 


to 50 per cent—quality and efficiency 
guaranteed. 


EVERYTHING YOU NEED 


for the installation and operation of a 
complete exchange—Magneto or Cen- 
tral Energy. 


TWENTY YEARS’ SUCCESSFUL 
OPERATION 


ef our “Rebuilt” Equipment Depart- 
ment puts it past the experimental 
stage. Ask for our Free No. 78 Bar- 
gain Bulletin. 


ADDRESS 
“Rebuilt” Equipment Department 


Premier fleririr Lompany 
Chicago, Ill. 


“REBUILT” when connected with 
PREMIER means something. 








RECONSTRUCTED EQUIPMENT 


Kellogg No. 742 Common Battery steel 
hotel sets with booster Ind. Coil 
equipped with Straight line or 16-33- 

50 or 66 cycle harmonic ringers @..$ 6.75 

Western Electric No. 46 Common battery 
Ind. Coils @ .50 

Western Elec. 
Ind. Coils @ 

Cook No. 10 Arresters complete with 
heat coils, etc., per bank of 20 lines @ 

Kellogg No. 2696 type 4-bar 1000 or 
1600 ohm Bdg. 
telephones @ 

Am. Elec. No. 36 5-bar 1000 or 1600 ohm 
Bdg. compact type wall telephones 
equipped with Kellogg or Western 
Electric Transmitters @ 

Kellogg desk sets with concealed wir- 
ing signal sets, 3-bar 1000 or 1600 


compact type wall 


ohm $10.00—4-bar $10.75—5-bar @... 
Stromberg No. 992 type desk sets with 

concealed wiring signal sets, 3-bar 

1000 or 1600 ohm $9.50—4-bar $10.50 

PE OE shtes bb Cpe beebi~k hedonic 
Western Elec. 

complete @ 
Western Elec. 

cords @ 


No. 323 


No. 143 Receivers with 


Write for Our Bulletin 


REBUILT ELECTRIC EQUIPMENT 
Not Inc. 


1940 W. 21st St., Chicago 


HELP WANTED 


; WANTED—Plant Supervisor—Expe- 
rienced in telephone or telegraph con- 
struction and maintenance methods and 
practices. Must have experience in 
analyzing results, preparation of esti- 
mates and general office administration. 
ee cere for advance- 
ment. ress » care of - 
PHONY. — 











TO OBTAIN the Right 
| Man for your require- 
ments, an “Opportunity’s” 
advertisement will place 
him in touch with you. 











IF YOU ARE IN NEED OF 
THE FOLLOWING 


Kellogg Desk Stands—Magneto 
or local battery, with or with- 
out induction coils or retard 
coils. 

Kellogg Steel Hotel Sets either 
retard or induction coils, 
straight line or harmonic 
ringers. 

Kellogg No. 259 Steel Signal 
Boxes, with or without induc- 
tion coils, straight line or har- 
monic ringers. 


Kellogg No. 75 Steel Signal 
Boxes, straight line ringers. 
Kellogg No. 404 Steel Signal 
Boxes, straight line ringers. 


Kellogg No. 408 Wood Signal 
Boxes, straight line or har- 
monic ringers. 


We Have Them. 
for prices. 


Electrical Instrument Repair Go. 


1721 West Adams St. Chicago, Il. 


Write 




















New Cook Terminals 


16 pair M-10-1 term- 


i ane acai $4.50 ea. 
26 pair M-10-1 term- 
aa 6.50 ea. 


26 pair M-10-1 term- 
inals, with 6 ft. 
stubs 

H-29 Cook unit pro- 
tector mounts for 
S-16 and _ T-29 
terminals ....... 

H-29-B Cook unit 
protector mounts 
for S-16-D and 
T-29-D terminals 

B-10 sub-station pro- 
tectors 10 ea. 


BUCKEYE TELEPHONE 


and SUPPLY CO. 
COLUMBUS. OHIO 


45 ea. 


45 ea. 











FOR SALE 


FOR SALE—W. E. No. 1527 distrib- 
uting frame, 300 line capacity, equipped 
with 240 lines, $150.00; W. E. No. 14C 
terminals—16 pair—less stubs, $4.00—3- 
inch strain insulators $4.00 per 100—Cook 
B-7 protectors @ 40c. 


The TELEPHONE REPAIR CO. 
6966 Ravenswood Ave., Chicago. 








FOR SALE—Telephone Plant 150 sta- 
tions. Plant in good condition. Switch 
150 farm subscribers. Located in fine 
wheat farming district in Western Okla- 





homa. Address 7378, care of TELE- 
PHONY. 
FOR SALE—Ten thousand double 


groove insulators with permanent three 
inch leg screw. Free sample. Bought 
from:U. S. Government. J. N. Miller, 
Gibbs Bldg., San Antonio, Tex. 








WANTED 





WANTED TO EXCHANGE—A min- 
eral springs park of 30 acres with hotel 
—$6,000.00 with cash up to $12,000.00; 140 
acre farm—$15,000.00 with cash up to 
$22,000.00; 255-acre farm—$32,000.00 with 
cash up to $40,000.00—to exchange for 
telephone system of 300 to 500 stations 
anywhere. Address L. Q. Adamson, Ar- 
rington, Kans. 


| POSITIONS WANTED 


i WANTED POSITION—As wire chief, 
‘switchboard and P. B. X. installer or 
maintenance; any type board—10 years’ 
»xperience. References. Address 7376, 
care of TELEPHONY. 











fy 





WANTED—Expert switchboard man, 
age 50, wants maintenance work with 








ndependent telephone company. Mod- 
*rate salary. Address 7374, care of 
TELEPHONY. 

WANTED—Iowa man wants short 


‘time jobs repairing switchboards, etc. 
{Satisfactory references. Geo. A. Bish- 
‘ton, Box 645, Cedar Rapids, Iowa. 








HAVE YOU ANY OLD TELE- 
PHONE EQUIPMENT 
TO BUY OR SELL? 


Then try the “Opportunities” page in 
TELEPHONY for it will give you 
quick and pleasing results, as the fol- 
lowing letter from the Manteca Tele- 
phone Co., Manteca, Calif., testifies: 


“Enclosed please find check in payment of 
invoice for classified advertisement. Had 
fine results from the advertisement as is 
usual in good old TELEPHONY.” 


We receive many similar letters 
every day. 


WHY DON’T YOU GIVE IT A TRIAL? 











Do you always mention TELEPHONY ?—Thank 


you. 


— 
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Valuation- vision—Plant— Inductive Interference 
Export Administrative Council for Utilities 


JAY G. MITCHELL 


TELEPHONE ENGINEER 
Member A. I. E. E. 
Member W. S. E. 


1411 South Park Ave. Springfield, Ill. 








Frank F. Fowle & Co. 
Electrical and Mechanical 
ENGINEERS 


Monadnock Building CHICAGO 








SPOONER & MERRILL, Inc. 
CONSULTING ENGINEERS 
Specialists in Public Utilities 

Telephone — Electric—Gas— Water—Railway 

aluation—Examination—Engineering 


111 W. Monroe St. Chicago, Illinois 








FINANCING 


We are prepared to furnish financial 

service to small independent telephone 

companies for improvements and ex- 

pansions. Our service ranges $50,000 

and up. 

203 Mutual Bank Bldg., Kansas City, Mo. 
Inquiries Invited 


Municipal Utility Investment Co. 








During recent years 

I have been privileged 
to appraise Telephone 
Exchanges all over 
the United States. 
The list totals 663. 
3 Would you like to 
Q avail yourself of my 

N e® services? 


IN ’ 
INDIANAPOLIS 902-4 Lemeke Building 


J: KJon NS 


TELEPHONE 














CONSULTING TELEPHONE ENGINEERS 
WwW. C. POLK J. W. WOPAT 


Plans, Estimates and Reports, 
Appraisal and Supervision 


Can arrange a moderate amount of financing 


406 West 34th St. Kansas City, Mo. 














W. H. CRUMB 


Telephone Engineer 


9 South Clinton St. Chicago 








Have Your Books Audited by 


COFFEE SYSTEM & AUDIT CO. 


Certified Public Accountants 
PEOPLES BANK BLDG., INDIANAPOLIS 


Specializing in Telephone Accounting 
Exclusively 








J. G. WRAY & CO. 


Telephone Engineers 


Specialists in Appraisals, Rate Surveys, 
Financial Investigations, Organization, 
and Operation of Telephone Companies 
J. G. Wray, Fellow A. I. E 
Cyrus G. Hill 


2130 Bankers Bldg., Chicago 


Jt 
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about 60 days. This is the largest single 
construction project undertaken by the 
Empire companies since completion late 
in 1927 of a 300-mile telephone line from 
Ponca City, Okla, to Pampa, Texas, 
which extended service from the famous 
Burke- Burnett ranch, center of the Em- 
pire’s gas reserves in the Texas panhandle. 

Erin, TENN.—The -Christian-Todd Tele- 
phone Co. is stringing.a new copper toll 
line from Dover to Clarksville. This line 
was made necessary ‘due to the increased 
growth of Dover and that part of Stewart 
county. 

Miscellaneous. 


STEPHENS, ARK.—The telephone ex- 
change of Mount Holly has been pur- 
chased by Gus Lewis of Mount Holly 
from W. L. Lewis. Many improvements 
and repairs are planned, the new owner 
said. 

BROWNSVILLE, 


Inp.—George Jobe, 69 


years old, head of the Brownsville Tele-. 


phone Co. for 22 years, sustained a broken 
leg, torn ligaments and a strained back 
when he fell 20 feet down an embankment 


when a telephone pole gave way with him. 


Mr. Jobe had gone to that vicinity to 
cut wires of the company to permit cutting 
down of trees. When the wires were cut. 
the pole gave way and Mr. Jobe plunged 
with it. His left leg was broken below 
the knee and he suffered torn ligaments 
in the other. 

FAIRMOUNT, INp.—Alvin J. Wilson, for 
more than eight years secretary and treas- 
urer of the Citizens Telephone Co., oper- 
ating exchanges here and at Fowlerton, 
has tendered his resignation, which be- 
came effective the first of this month. 


New Lonpon, lowa.—The Henry Coun- 
ty Telephone Co., which operates here, 
has been sold to ‘the Iowa-Illinois Tele- 
phone Co., of Burlington, of which D. C. 
Phillips is president. The Iowa-Illinois 
company now owns 22 exchanges in the 
two states. 

Exiis, Kans.—Public Utilities Invest- 
ment Co. of Salina has purchased the Ellis 
Telephone Co. 

KEWEENAW Bay, Micu.—A. W. Stark, 
manager of the Baraga Telephone Co., 
has purchased the Keweenaw Bay ex- 
change from Mrs. R. M. Crebassa. With 
the buying of this line the Baraga Tele- 
phone Co. now controls all of the local 
telephones in Baraga township. The pur- 
chase gives the Baraga company 250 in- 
struments in use. 

According to Mr. Stark, the lines will 
be extended to the Otter Lake district and 
extensive repairs made on the entire sys- 


tem. 
Wapesporo, N. C.—The Appalachian 
Telephone Co., Burnsville, acquired the 


Wadesboro Telephone Co., 
Morven Telephone Co., 
them over in January. 

Bryan, TEXAS.—Ed M. Sims, who for 
36 years was manager of the.Bryan Tele- 
phone Co., has been succeeded by Ben H. 
Noel of Little Rock, Ark. The old Bry- 
an Telephone Co. was sold some months 
ago by the owner, J. Webb Howell, to 
the Southwest Telephone Co., and sev- 
eral changes have been made in the em- 
ployes by the new company. 

Ozona, Tex.—The Mid-Continent Tele- 
phone Co., of Texarkana, has acquired the 
Ozona Telephone Co. | 

BrookNEAL, Va.—L. V. Bailey, manager 
of the Virginia- North Carolina Telephone 
Co. for the last 12 years, has resigned his 
position. In July the company was sold 
to the Southern States Utility Co., of Mil- 
waukee, Wis. ; 


and also the 
and plans to take 
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PEARL 
Life-time 


Drop-Wire 
BRACKETS 
Save time, eliminate trouble. Huot galvanized 
screw-hooks and mulleable castings are separ- 
able and indestructible. Standard 2-groove por- 
celain. Stocked by Telephone Manufac‘*#rers. 
WM. H. PEARL CO. Indianapolis, Ind. 








ACCOUNTING! 


Specialization on Public Utility Account- 
ing Records and Audits enables us to 
best serve Telephone Companies. 


HERDRICH AND BOGGS 


Certified Public Accountants 
1014 Merchants Bank Bldg., Indianapolis, Ind 








Universal Insulators 


will support your drop wires 
to your entire satisfaction 
and at a minimum cost. 
Are you a user? Samples 
free on request. 


Universal Specialty Co. 


711 Poplar Street 
Terre Haute, Ind. 











GUSTAV HIRSCH 


Consulting Engineer 


In all branches of Telephone Engineering, 
Ra Cases, Appraisals, Financial 
Investigations, Inspections 
and Reports 


COLUMBUS ~ OHIO 











THE BOWDLE SYSTEM 
Always shows you where you stand 
a NayS SS, “tember of Somindalr 

Write us abour.our 
moathly audit 





















’ Bewdle Accounting Systeme 
Creosoted 


| KEARNEY | | | 
CEDAR POLES 
Prompt Shipment via Rail or Water 


Certified Malleable | 
CASCADE TIMBER Co. 


Screw Type 
822 Tacoma Building Tacoma, Wash 














Anchors 
es 


14 Sizes 
Solderless 


Main Office ST. LOUIS, MO, 
Service 


Connectors 


| For Telephone Service Taps 
Main Office ~ - ST. LOUIS, MQ 


NAUGLE POLES 


Northern and Western Cedar 





Butt-treated of Plain 


NAUGLE POLE & TIE CO. 


59 Fast Madison St., Chicago 


Sls Ml a Kale oat 





